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ALL AMERICAN BROKERS 
ADDS OTHER LINES AND 


WILL OPEN NEW OFFICES 


Has Casualty Agencies of Travelers 
and Continental Casualty; Life 
General Agents, Too 




















TAKES ON 43 NEW SALESMEN 





“Pep” Lectures Given in Forty-fourth 
Street Every Morning; Some 
Humorous Incidents 





The All American Brokers, Inc., of 
19 West Forty-fourth street, originally 
started by interests sympathetic with 
the Sinn Fein movement, is branching 
out in various ways, including opening 
of branch offices and addition of lines 
of insurance written. In the beginning 
the principal line covered was fire in- 
surance, but on April 1 the All Ameri- 
can Brokers, Inc., was given the gen- 
eral agency of the Security Mutual Life, 
of Binghamton, N. Y., for the territory 
of New York and New Jersey. and it 
is announced that the company is ap: 
plying for admittance into Massachu- 
setts. There this brokerage outfit has 
been strong for months, and it will 
handle the general agency of the Se- 
curity Mutual in that state. Branches 
in Springfield and other cities in Mas- 
sachusetts will be opened. 

Gets Casualty Agencies 

On February 15 a general agency 
was obtained for the Continental Cas- 
ualty, accident and health lines only. 

At the office of the All American 
Brokers, Inc., a representative of The 
Eastern Underwriter was informed this 
week that a special agency contract 
had been obtained from the Travelers 
for all casualty lines in the metropoli- 
tan district north of Fourteenth street. 

In New Jersey the brokers are man- 
aged by Manager Halleran, who was 
with the Security Mutual for years. 
There are offices in Newark and Pas- 
saic, the Newark office being in charge 
of a Mr. Klein. 

The New York City office has taken 
on forty-three new salesmen _ since 
January 1, and there are now between 
seventy-five and a _ hundred. Every 
morning these salesmen gather at the 
Forty-fourth street office and hear a 
good, peppy sales talk from President 
Robert M. Feely or some other execu- 
tive, 

The present offices are on the fifth 
floor of the building, but are so crowded 
that arrangements have been made for 
alterations to be completed on offices 

(Continued on page 26) 
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A Corporation which has stood the test of time! | 
140 YEARS of successful business operation. World- 
wide interests. Absolute security. 


and facilities. 











First British Insurance Office Established in United States A. D. 1804 


PHCENIX 


ASSURANCE COMPANY LT® OF LONDON 


(ESTABLISHED 1782) 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 





PERCIVAL BERESFORD, U. S. Manager 


Excellent service 
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FLOOD INSURANCE 


A thoroughly up-to-date and progressive 
organization! Our Agents have a wide vari- 
ety of protection to offer their clients. 


Commercial Union 
Assurance Company, Ltd. 


New York 


City 
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1922 


EQUITABLE LIFE 


Insurance Company 


OF IOWA 
Results of 1921 


Insurance in Force..............-$286,934,616.49 
Admitted Assets ................--$ 39,234,839.04 
Ratio of Actual to Expected Mor- 

GI once cdesesesasecsissdes 


68% of all business written since organization 


34.7% 


still in force. 


For information regarding Agencies 


Home Office, Des Moines 





METROPOLITAN TO 
START BUILDING OF 


LONG ISLAND HOUSES 


Governor Signs Lockwood Committee 
Bill Permitting This Construction 
As Emergency Measure 








LEGISLATION IS TEMPORARY 





Executive Explains Why He Signed 
Measure; May Furnish An Object 
Lesson to Real Estate Men 





Although it had been predicted in 
some quarters that Governor Miller 
would not sign the bill which would 
enable life insurance companies for a 
temporary period to erect apartment 
houses to relieve the housing situation, 
the executive did sign the bill on April 
14. Immediately after he affixed his 
signature the Metropolitan announced 
that it would begin the erection of some 
houses on Long Island which will be 
rented for not more than $9 a room. 

The Governor's Statement 

The Governor made public the follow- 
ing memorandum about the bill: 

“This is a temporary measure to re- 
lieve an emergency, and can be justified 
only as such. The duration of the pow- 
ers granted is limited to March 1, 1924, 


the date to which the rent laws have 
been extended, or to the duration of 
the present housing emergency, which 
must be construed to mean until March 
1, 1924, unless the Legislature shall fur- 
ther extend the emergency laws. 

“At least one company proposes to 
take advantage of the act and has al- 
ready prepared -plans which it is pre- 
pared to put into immediate execution. 
It proposes to erect sanitary, well ven- 
tilated tenements to rent for $9 per 
month per room or less. Its estimates, 
based on actual market conditions and 
labor costs, without taking into account 
possible concessions, indicate that at a 
less rental than that prescribed by the 
act, the investment will yield a 6% 
return after allowing for depreciation 
and a sufficient amortization during the 
tax exempt period to more than offset 
any possible decline in prices. 

“Proper housing so vitally affects the 
health of the community as to be a 
matter of pecuniary interest to insur- 
ance companies. 

“Tt seems to be established that there 
is now practically no building of low- 
priced tenements. This measure, at 
least, offers some immediate relief in 
the field where the need is greatest. I 
doubt that it will have the effect of 
deterring others from building, as some 
seem to fear. Certainly it will not stop 
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what is not now being done. It may 
furnish an object lesson. 

“TI have seriously doubted the wisdom 
of allowing insurance companies to 
make investments involving so great a 
possibility of speculative risks. But, 
considering the limited time during 
which such investments are permitted, 
the direct pecuniary interest of insur- 
ance companies in proper housing and 
the willingness of at least one company 
to invest under what appears to be ade- 
quate safeguards, my doubts have yield- 
ed to the belief that there is little dan- 
ger of any harm from this measure and 
much hope of real relief.” 





METROPOLITAN PLANS OUTLINED 


At the office of Comptroller Stabler, 
of the Metropolitan Life, The Eastern 
Underwriter was informed that this 
story, which appeared in the New York 
“Times” following the announcement 
that Governor Miller had signed the 
bill permitting life insurance companies 
to build, was substantially correct: 

The building program of the Metro- 
politan Life, made possible by the sign- 
ing yesterday by Governor Miller of 
one of the Lockwood committee hous- 
ing bills, will be started immediately 
with the erection of fifty houses, ac- 
commodating thirty-two families each, 
in Long Isiand City and Astoria, Walter 
H. Stabler, Controller of the Metropcli- 
tan, said last night. Tentative plans 
for the apartment houses have already 
been drawn, and the company is ready 
to buy sites after selections have been 
made from a number of pieces of prop- 
erty offered. 

Andrew J. Thomas, who has been en- 
gaged by the Metropolitan as architect 
for the new apartments, will begin work 
today on the detailed plans. C. Everett 
Waid, architect for the company, will 
co-operate with him. Mr. Stabler said 
that the architects’ forces would work 
night and day to rush the plans to com- 
pletion and that he expected that they 
would be ready within ten days or two 
weeks. 

The cost of these houses, which the 
company expects to have completed by 
fall, will be between $5,000,000 and 
$6,000,000. No further construction will 
be undertaken immediately. “We want 
to see how the plan works out before 
we go into the program any further,” 
Mr. Stabler explained. 

As soon as the housing bills went to 
the Governor the Metropolitan Company 
took preliminary steps for the carrying 
out of its building program. Rough 
drafts of plans for different types of 
houses were asked for and preliminary 
sketches were submitted. Mr. Stabler 
began immediately to consider possible 
sites from the hundreds that were of- 
fered. When the news of the signing 
of the legislation was received yester- 
day Mr. Stabler went immediately to 
Long Island City to inspect some of the 
sites under consideration. 


The type of house that has 
chosen is a four-story structure with 
three, four and five room apartments 
with baths. All the houses are to be 
steam heated and will be without in- 
terior courts. “Mr. Thomas's plan is 
an excellent one,” said Mr. Stabler. 
“Everything is very simple. There are 
no fancy fixtures, but the houses will 
be good, wholesome places for people 
to live. All of them will be comfortable 
and well ventilated.” 

The houses will be erected in blocks 
and it is expected that four whole 
blocks will be required for sites for the 
first fifty structures. Mr. Stabler said 
that all of the sites under consideration 
were close to good rapid transit facil- 
ilies. 


been 


Taking Mr. Stabler’s figures for the 
cost of the first fifty buildings in rela- 
tion to the number of tenants they will 
accommodate, homes for 128,000 persons 
would be provided if the entire proposed 
$100,000,000 building program of the 
Metropolitan Company is carried out. 
The first step in the program, calling 
for the fifty houses, would provide 














CMaryAL DO 
LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
In Business Since 1862 





Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 


Information and Advice on any matter relating to Life Insurance is Avail- 
able at any time through the Agencies or Home Office of this Company. 








homes for 1,600 families, or, figuring 
each family at 4 persons, 32,000 indi- 
viduals. 

Mr. Stabler said that no steps had 
been taken by the company to provide 
machinery for the selection of tenants 
for the new building. More than 100 
applications had already been received. 


HOW DO YOU WASTE TIME? 
1,000 Salesmen Tell Where Greatest 
Leak in Their Time Occurred; 
Principal Reasons Listed 
A questionnaire was sent to a well 
known sales organization, having more 
than 1,000 salesmen, asking each man 
to suggest where he believed the great- 


est leak in his time occurred. A list 
of the principal reasons for loss of 
time was compiled from the answers 


submitted, and the following were the 

most important. They are listed in the 

order of their standing: 

The greatest time losses were due to 

failure to: 
plan the week’s work. 
map out a working 
each day. 
use the 
casions. 
start the day’s work early enough. 
work right up to the last minute 
in the afternoon. 


schedule for 


telephone on proper oc- 


call upon the nearest prospect 
NEXT. 
start the week’s work bright and 


early Monday morning. 

work the last day or half-day of 
the week. 
look up 

nections. 
profit by errors of past experience. 
make out reports at night, or after 
the day’s work. 

keep in daily touch with the office. 
make constant check-up on weak 
points. 


train schedules and con- 


have all sales-points on finger-tips. 
observe conditions in the territory. 
use a motor car when it is economy 
to do so. 
co-operate with the sales manager. 
—read and study all bulletins from 
the home office. 
keep mind and body “sparkling” by 
going to bed early. 
—maintain good health by living a 
straight, clean life. 
keep working when weather 
comes too hot or too cold. 
—use time profitably on rainy days. 
resist attending ball games and 
movies. 


be- 


$1,105,000 LIFE POLICY 





Josenh P. Day, Inc., is Beneficiary of 
Well Known Auctioneer’s New 
Insurance Contract 





Ralph Hess is the underwriter who 
sold Joseph P. Day a life insurance 
policy for $1,105,000. The insurance is 


on the life of Mr. Day and is payable 
to Joseph P. Day, Inc. Mr. Day is re- 
garded as the cleverest and one of the 
most successful real estate men in 
New York and has attracted much at- 
tention since the war by selling at 
absolute auction, several communities 
which were built up by the Government 
during the war. 


Mr. Hess is a member of the George 
H. Beach agency in New York City 
and is a young man who has written 
several large cases previous to this 
one for $1,105,000. The proposition 
which Mr. Hess placed before Mr. Day 
so impressed the latter that he was 
almost immediately sold on the idea. 
Mr. Day is a member of the board of 
directors of the Metropolitan Life, and 
it was in a taxi-cab on the way un-town 
to the Metropolitan Life’s annual ban- 
quet that Mr. Hess closed the final 
details of his proposition with Mr. Day. 





business from this territory. 





100, 
New York City. 








A BIG OPPORTUNITY FOR A BIG MAN 
IN PHILADELPHIA 


One of the oldest and strongest Eastern life insurance 
companies wants a General Agent for Philadelphia. He must 
be a man of high caliber who is qualified to organize and 
manage an agency that can produce an adequate amount of 


To the right man this is an opportunity of a life time. 
If you think you can fill the bill, address in confidence, with 
full particulars of your qualifications, OPPORTUNITY, Box 
‘rare of The Eastern Underwriter, 86 Fulton Street, 

















Stuart B, Rote Once 
Was a Contractor 


ALSO MERCHANDISE DRUMMER 





Experience of Connecticut Mutual’s 
General Agent in Wilkes- 
Barre, Pa. 





Stuart Beaver Rote, general agent for 
the Connecticut Mutual at Wilkes-Barre, 
Pa., in charge of territory comprising 
Northeastern Pennsylvania, gained his 
experience in the business with the 
Edward A. Woods Agency, Pittsburgh, 
where he spent six years. 


He is a graduate of Pennsylvania 
State College Class of 1911, and went 
with the Woods Agency that year in 
Pittsburgh where he was a stranger in 
the city. He was recognized as one 
of the leading producers in the agency 
and led the agency two years in suc- 
cession in number of lives paid for 
and stood high in paid premiums, one 
year ranking sixth. He qualified regu- 
larly for the agency and company clubs, 
the last year 1916 ranking in the 
Quarter Million Club. 

Mr. Rote had a wide experience in 
the selling line. Previous to entering 
college he sold custom shirts and fur- 
nishing goods on the road for the Har- 
risburg Shirt Company; wholesale and 
retail grocery sales experience; was a 
“star” salesman for the Wear-Ever 
Cooking Utensil Company whose goods 
he sold in Erie, during three summer 
vacations. 

However. his best business experi- 
ence was obtained while in charge of 
the office of, Geo. F. Payne & Co., 1903- 
06, contractors, during the construction 
of the Pennsyivania State Capitol Build- 
ing at Harrisburg, which cost $14,000, 
000. Mr. Rote came to Wilkes-Barre in 
February, 1917, to take charge of an 
old and established agency of the Con- 
necticut Mutual in that city. At the 
present time it is one of the leading 
if not the leading agency in Wilkes- 
Barre. 

Mr. Rote is an energetic worker, a 
staunch believer in agency organiza- 
tion and is making a reputation for 
himself as a trainer and educator of 
agents. His co-workers showed their 
loyalty to the agency this year by an 
increased production the first two 
months of the year totaling $90,000 more 
in paid business over the same perioé 
in 1921. 





LETTER OF APPRECIATION 
New York, April 17, 1922. 

Editor The Eastern Underwriter: I 
have had in mind, for some time, to 
write to you in connection with The 
Eastern Underwriter. 

Being exceedingly busy at al? time, I 
find it one of my greatest problems, in 
addition to my production, to keep up 
with the constantly changing phases in 
the various lines of insurance, in order 
to be able to render my clients the sort 
of service to which they are justly en- 
titled. 

In this endeavor I have for many 
years subscribed to practically all the 
leading insurance journals, but find it 
now a physical impossibility to wade 
through the mass of material and de- 
rive any particular benefit theréof. 

I, therefore, decided to concentrate 
on one paper, which would be able to 
give me a real news-synopsis of the 
entire insurance business, and am happy 
to be able to say that after careful com- 
parison I have selected The Eastern 
Underwriter as “the” medium, which 
to my mind, presents a 100% insurance 
digest. 

It seems but fair that I should ap- 
prise you of my conclusion in the prem- 
ises which is based on most careful and 
wholly unbiased comparison, 

FRANK A. BERTHOLD. 





EK. A. Woods, of the Woods Agency, 
addressed the Chamber of Commerce 
last week on “Pittsburgh Charities.” 
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Insurance Men Sit As 
Jury At Broadway Show 


ATTEND “TO THE LADIES” 





Will Pass Judgment on Clever Satire 
of Downtown Success Hunters 
and Banquets 





In response to an invitation of the 
management to sit on a jury at a per- 
formance of “To the Ladies!” one of 
the cleverest shows in town and play- 
ing at the Liberty Theatre, some of the 
best known men in the life insurance 
district attended the performance of 
this comedy on Tuesday night. The 
play is a clever exposition of down- 
town business methods and personali- 
ties, especially as they refer to inspira- 
tional talks, business banquets and 
literature which young men in offices 
read to help themselves along the line 
of success. Some people regard the 
play as a satire on the inspirational 
talker and the success type of litera- 
ture, as well as the get-together ban- 
quet in which companies entertain their 
own men; so the jury was requested 
to attend and give a verdict as to 
whether in its opinion the play cor- 
rectly represented conditions. 

The Jury 

Those asked to serve on the jury 
were Julian Myrick, Ives & “Myrick, 
Mutual Life; J. E. Kavanagh, vice-pres- 
ident, Metropolitan Life; L. Seton Lind- 
say, superintendent of agencies, and 
Lawrence Priddy, New York Life; Wil- 
liam Alexander, William J. Graham and 
John A, Stevenson, Equitable Society; 
Sheppard Homans, president, Life Un- 
derwriters Association of New York; 
Louis A. Cerf, Mutual Benefit; E. H. 
Morrill, manager of production, Aetna 
Life; Nelson D. Sterling, Fidelity & 
Casualty; C. S. S. Miller, North British 
& Mercantile; and William L. Hadley, 
The Eastern Underwriter. 

The invitation to these men came 
from Francis E. Reid, manager of the 
publicity department of “To the Ladies,” 
and reads as follows: 

“The management of ‘To the Ladies!’ 
the Kaufman-Connelly comedy now 
playing at the Liberty Theatre, would 
like to have you serve as a member 
of a jury of great insurance’ sales 
experts, which will sit in judgment on 
the play on Tuesday evening, April 18. 

“*To the Ladies!’ igs a kindly meant 
satire on certain phases of life ana 
business methods in America today. 
Some people who have seen the play, 
however, have evidently taken it quite 
tragically and seem to think that an 
effort is being made to stop the wheels 
of progress by laughing at the serious 
endeavors of young business men to 
get ahead. After you have seen the 
play, we want you to tell us if this is 
the way you feel about it. If you had 
seen ‘To the Ladies!’ at the outset of 
your career would its satire have taken 
all the pep out of you? Do think that 
any young fellow in the audience, who 
igs worth his salt, will be ruined by 
seeing the effect of the misdirected 
study of certain prevalent forms of ad- 
vertising and literature upon. the credu- 
lous and susceptible hero of the play?” 

The verdict of the jury will be print- 
ed in The Eastern Underwriter next 
week. 





NEW TRAVELERS DIRECTOR 

At the monthly meeting of the Board 
of Directors of the Travelers Insur- 
ance Company held today. Daniel G. 
Wing, president of the First National 
Bank of Boston, Mass., was elected a 
director to serve the unexpired term of 
George Roberts, deceased. 





14,000 IN LEHIGH GROUP 
There are 14,000 covered in the Trav- 
elers Lehigh Valley group. 





The next meeting of insurance com- 
missioners will be held in Boston 
April 22-25, 








When Camillus took the reins of dictatorship over 
Ancient Rome one of his first edicts was to honor wives 
and mothers. Prior to his advent women had largely 
played the part of slaves. Their job seems to have been 
to rear children and do domestic chores, for which they 
hardly received thanks or respect. Camillus, however, 
decreed they should have their place in the glory of the 
Empire and so changed the order of things that within 
a few years “So and So” was referred to as “the Son 
of So and So.” The man who failed to revere his wife 
or his mother received scant courtesy from his neigh- 
bors and at death the husband or son was obliged to 
lay aside a number of talents with which to provide a 
funeral oration over the departed woman of his house- 
hold. The man who could arrange for the greatest 
oration on such an occasion was the most admired. 
Today a man is supposed to plan for more than a 
funeral oration and flowers. He must follow the rule 
of Camillus and honor his family by providing protec- 


tion as exemplified in life insurance. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
Forrest F. Dryden, President 





Home Office, Newark, New Jersey 








Job Hedges Retreats 
Before Toy Balloons 


WIT ROUTED FOR FIRST TIME 








His Philosophy No Match for Rollick- 
ing Members of Detroit Under- 
writers’ Association 





Job E. Hedges, regarded by many 
people as the best after-dinner speaker 
in America, a man who has addressed 
almost every kind of a gathering there 
is, including campaigning among Ken- 
tucky mountaineers, met his Waterloo 
a few nights ago in Detroit. The fault 
was not that of Mr. Hedges, who was 
in his customary form, (which means 
good form), but can be squarely hung 
on the shoulders of a Detroit life insur- 
ance man who wanted to put a little 
cabaret atmosphere into the banquet 
held in conjunction with the successful 
life insurance sales congress in that 
city, addressed by William J. Graham, 
of the Equitable Society, and other cele- 
brities, 

Mr. Hedges is what might be fairly 
called a busy man. In addition to duties 
as counsel of the Association of Life 
Insurance Presidents, receiver of street 
railways, counsel and trustee of several 
estates, he is in such a demand as an 
after-dinner speaker that he frequently 
turns down three or four speaking en- 
gagement invitations for one night. Re- 
cently, he decided to accept some life 
underwriters’ invitations, one from De- 
troit. 

Made Good Start 


When he arose he was given a glori- 
ous reception, and, as usual, proved a 
treat to the discriminating and intelli- 
gent part of the audience. Before he 
arose toy balloons had been distributed 
by the cabaret specialist. Mr. Hedges 
was just getting into his stride and had 
sprung this aphorism, “Many a man 
thinks he is called when he has only 
been whispered to,” when, crack, went 
the explosion of a balloon. It was any- 
thing but a whisper. 


The speaker looked temporarily an- 
noyed, but continued with this one: 


- “It is better to be mourned by one 


friend when you are dead than to be 
applauded by many strangers when you 
are alive.” Bang! Bang! went half a 
dozen balloons as they came into con- 
tact with lighted cigarette ends. Maybe 
it was meant for applause, Detroit has 
its own little idiosyncracies. 
Sits Down 

Shifting from one foot to the other, 
Mr. Hedges let this epigram loose: “It 
is a good thing to live so simply you are 
not nervous when a stranger speaks to 
you.” The rattle of the bursting bal- 
loons sounded like a 1916 engagement 
on the Hindenburg line. For the first 
time in his life Mr. Hedges looked ner- 
vous, then provoked, and, as the artil- 
lery continued, he sat down. 

President J. Fred Lawton, of the De- 
troit Association, extended profuse and 
sincere apologies. Mr. Hedges accepted 
them with the statement: 

“IT now know how a man would feel 
trying to make a speech in the Hippo- 
drome with Sousa’s Band playing.” 

PRESIDENT HOLCOMBE BETTER 

President John M. Holcombe, of the 
Phoenix Mutual Life, underwent a seri- 
ous operation at the Hartford Hospital 
last week. He is now reported as mak- 
ing favorable progress and his com- 
plete recovery is hoped for. Mr. Hol- 
combe will probably be away fromm his 
office for several months, as his asso- 
ciates are urging him to take a long 
rest in order that he may fully recupe! 
ate before returning to his duties. 








Merle Crowell, of the “American Mag- 
azine,” has interviewed President Loree 
of the Delaware & Hudson for a good 
human interest story, telling how the 
railroad president thought of protect- 
ing the thousands of employes of that 
road under Metropotitan Life group in- 
surance, with a contributory feature, 
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Monthly Premium Or 
Budget Insurance Plan 


DESCRIBED BY STATE MUTUAL 





Three Policies With a Quarterly Pre- 
mium Which Falls Due Each 
Month 





The State Mutual Life explains to 
agents the practice of arranging pre- 
mium payments on the monthly basis. 

The method is simple and after it 
is thoroughly understood will enable 
the agency force of the company in 
many cases to place three times as 
much business as would be possible 
without its use. 

Requires Three Policies 


The plan requires the issuance of 
three policies: , 
The first policy (for illustration) 


dated March 1st with a quarterly pre- 
mium. 

The second policy dated March Ast 
with a one month fractional premium 
to April 1st and subsequent premiums 
to be paid on the quarterly basis. 

The third policy dated March Ist 
with a two months fractional premium 
and subsequent premiums to be paid 
on the quarterly basis. 

By this arrangement the State Mutual 
has the following: 

The first policy with quarterly pre- 
miums falling due in March, June, 
September and December. 

The second policy after the one 
month fractional premium has been 
paid, with quarterly premiums falling 
due in April, July, October and January. 

The third policy, after the two 
months fractional premium has been 
paid, with quarterly premiums falling 
due in May, August, November and 
February. 

Premiums Due Every Month 

It will be noted that after the pay- 
ment of fractional premiums, there will 
be a quarterly premium fall due in 
each month. . 

The same plan may be employed 
with monthly term rate premiums in- 
stead of fractional premiums, but in 
that case the regular’ quarterly pre- 
miums would be rated at the age of 
the insured at the time the first regu- 
lar premium became due. In _ those 
cases where the fractional premium is 
used, the regular quarterly premiums 
are based upon the age of the insured 
at the time of issuance of policies, or 
the date when the fractional premiums 
are due, 

The company continues the explana- 
tion in its “Field Service.” 

“To illustrate the method of com- 
puting fractional premiums we will use 
age 35, whole life, and three $1,000 
policies. 

“Question Number 15, of the appli- 
cation, should be answered. 

“Whole Life, 3 policies of $1,000 
each, the first with quarterly premiums; 
the second, one month fractional— 
then quarterly; the third, two months 
fractional, then quarterly. 

“The one month fractional premium 
on a policy as above is one-third of a 
regular quarterly premium, or $2.28. 
The two months fractional premium. 
is two-thirds of a quarterly premium, 
or $4.57. 

“By the use of the above plan, the 
prospect for $1,000 becomes a prospect 
for $3,000—the $1,500 prospect $4,500— 
“the $2,000 prospect $6,000—the $3,000 
prospect $9,000—the $5,000 prospect 
$15,000 and so on. 

Final Payments 

“The final payments on Limited Pay- 
ment policies upon which fractional 
premiums have been paid will be re- 
duced by the amounts of such frac- 
tional premiums. 

“This metho! of arranging premium 


payments renders a real service to poli- 
cyholders. 


“It is ar excellent plan to propose 


as a system of thrift or regular saving- 
Endowment policies to run for 20, 25 
or 30 years, or to mature at age 60 
or 65. 








“The young man or woman at age 
20 who saves $12.22 per month may 
have three 20 Year Endowment policies 
for $1,000 each. 

“At age 25, the monthly savings for 
the same plan will be $12.36—at age 
30, $12.54. 

“A 25 or 30 Year Endowment em- 
bodies all of the thrift essentials. At 
age 20 the monthly deposit for three 
$1,000 policies on the former plan is 
$9.60—on the latter $7.92. Age 30— 
$9.97 and $8.36—age 35, $10.31 and $8.78. 

“Presenting the plan in this manner 
enables the prospect to realize that 
small monthly deposits consistently 
made over a period of years will pro- 
duce a substantial return. 

“The dividend distributions— whether 
used to reduce deposits, or increase the 
amount of insurance, and the endow- 
ment should also be given their full 
share of importance.” 





MUTUAL BENEFIT OUTING 
Mutual Benefit Life men of the two 
New York offices will hold an outing 
at Bear Mountain during the latter part 
of June. The annual ball game be- 
tween members of the 44th street office 
and the downtown office will be one of 
the features. It is expected that 100 
fulltime agents will take the trip. The 
party will take the Hudson River day 
line boat in the morning and eat dinner 
at the Bear Mountain Inn. The return 

trip will be made in the evening. 


DR. HOFFMAN’S DUTIES 





Becomes Dean of Babson Graduate 
School on May 1; Was in 
South America 





The Eastern Underwriter has been 
asked what are the exact duties that 
Dr. F. L. Hoffman will perform as dean 
of the Graduate School of Business Ad- 


ministration at the Babson Institute, 
Wellesley Hills, Mass. Dr. Hoffman, 
who will retain his position with The 
Prudential—he is third vice-president 
and statistician—will take up his new 
duties on May 1. 

In his new position, Dr. Hoffman will 
give significance to his views on prac- 
tical business education, emphasis be- 
ing placed upon the development of 
business character and of modern in 
dustry, conceived as efficient social ser- 
vice, rather than as a mere means of 
wealth-gathering for personal use. The 
teaching methods will be highly ind1- 
vidualized to fit promising young men 
for the more adequate discharge of 
executive responsibilities in the con- 
duct of large corporate undertakings. 
As far as consistent, however, with his 
new duties, Dr. Hoffman’s services in 
a consulting capacity will remain avail- 
able to the government, insurance 
companies and other business, labor, 
and voluntary health and welfare pro- 
moting agencies, 


Dr. Hoffman only recently returned 
from a seven months’ trip across South 
America, for the purpose of a scientific 
inquiry into problems of tropical mor- 
tality and their relation to insurance. 
As yet, however, no publicity has been 
given to the results of his investiga- 
tions and experiences in the tropi:al 
wilderness of Peru, Bolivia and Brazil. 
It is anticipated that his reports, when 
available, will make interesting read- 
ing and contradict many of the ex- 
aggerated and fanciful accounts of life 
in the regions visited. 


GOOD ARGUMENT FOR LIFE INSUR- 
ANCE 





President Kingsley, of the New York 
Life, has received a letter from a promi- 
nent business man of this city, which 
is a practical argument for life insur- 
ance. The writer was sent to Russia 
to look after matters of great import- 
ance, and while there was taken ill. He 
says in his letter: “Owing money, 
some time ago I took out $500,000 on 
my life, a large amount in the New 
York Life. I was taken sick in Russia. 
I did not know of any doctor, and the 
medical recommendations of a business 
friend did not impress me favorably. 
So I sent at once for the New York 
Life agent and said to him, ‘You have 
$200,000 on my life! Send me a doctor 
immediately and save your company 
money!’ I never was cured so quickly.” 








Home Office 
Building 


HOW MUCH WILL IT COST? 


“How much will it cost?” sooner or later interrupts every selling talk. Life Insurance 
Agents who can show the low net premium deposits of Union Central insurance need not 
evade this question. Estimates of future cost are best based on past performance. Union 
Central history is full of enviable records demonstrating that our policyholders have 
benefited over a long period of years on account of Union Central Low Net Cost. 


A policy which covers the entire period of the Company’s existence recently became 
a claim. The exhibit below shows how liberal dividends made possible a most remark- 
able return to this insured. 
Policy No. 11 Amount: $2,000 Age: 22 


Period covered: Entire Company history 
1867—1921 


Premium $83.90 Plan: 10 Payment Life 


Amount of Policy..............$2,000.00 

Additions purchased with $341.83 
Dividends ... 

Dividends taken in Cash....... . 556.86 


437.00 





Total Gross Premiums.......... 
Total Dividends 


$839.00 
ccvess RGSS 


Excess of Dividends over Premi- 


ums $226.30 


oereeeeeeeeseeeeeeeeeeeene 


For further information address 





A booklet further describing this interesting policy will be sent on request. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 


Total Cash received by Policy- 
holder and Beneficiary... .....$2,993.86 
Premium Deposits (less $166.61 
Dividends applied) ........... 672.39 


Excess Receipts Over Deposits. . .$2,321.47 
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Deny Re-Insurance Is 
Big Discussion Topic 


WEST AND SOUTH HEARD FROM 





Comments on Recent Pooling Activities 
Received at Request of The 
Eastern Underwriter 





Upon being informed this week that 
reinsurance is the principal subject of 
discussion among executives of West- 
ern and Southern life insurance com- 
panies, possibly growing out of recent 
activities leading to the formation of 
company reinsurance pools, The East- 
ern Underwriter sent out some wires 
asking for information. Some of the 
replies follow: 


T. W. Blackburn, secretary of the 
American Life Convention: No un- 
usual discussion of reinsurance agree- 
ments or pools has been noted by me. 
There is no unusual demand for re- 
insurance and no general or common 
movement among companies creating 
any new situation so far as reinsurance 
treaties are concerned. 

Reinsurance Life Company of Amer- 
ica, Des Moines: ‘Truly, it is generous- 
ly good of you to go to the expense of 
wiring various companies to get this 
data. The officers of this company 
thank you most heartily. With all your 
information at hand you will no doubt 
be better able to give a more intelligent 
resume of this information than anyone 
in the country. Theoretically, we think 
it beautiful, but just how it will work 
out in practice only time and experience 
will tell. So far, it has not affected us 
in any way. We have hosts of clients 
who are pleased with the service we 
are giving them. We are endeavoring 
to serve them to the utmost. We be- 
lieve there will always be a demand for 
reinsurance, and that the company 
which serves its clients in the same 
manner as the clearing house serves 
the banks will always be appreciated. 

Daniel Boone, Jr., president Midiand 
Life Insurance Co., Kansas City, Mo.: 
We have your wire relative to the for- 
mation of reinsurance pools. Replying 
thereto, I have no personal knowledge 
that such pools are being formed in any 
number or that they are the subject of 
any unusual discussion among the ex- 
ccutive officers of the companies situ- 
ated in this section of the country. To 
my knowledge there has been only two 
pools formed. This company has joined 
the smaller one composed of four com- 
panies located in this immediate terri- 
tory. The formation of the pool which 
this company has gone into was not 
because of any dissatisfaction or rup- 
ture with or between the companies 
forming this pool and the strictly re- 
insurance companies that have been 
handling the excess lines of these com- 
panies. In fact, as far as this com- 
pany’s existing reinsurance agreements 
are concerned, there has been no change 
whatever except in the matter of 
amount of our cession to them. The 
four companies comprising the pool into 
which this company has entered are 
companies whose underwriting methods 
are and have been since their resnec- 
tive organizations so similar that it is 
this very similarity which was the prin- 
cipal factor in the establishment of the 
pool. These various companies to this 
pool have all been giving off an un- 
necessarily large percentage of our 
profits through reinsurance and the for- 
mation of this pool seems to afford to 
us an opportunity to retain in future 
those profits that heretofore have fol- 
lowed our reinsuranc e, 

Arthur F. Hall, vice-president and 
manager Lincoin National Life: There 
is\“much ado about nothing” in connec- 
tion with the various reinsurance agree- 
ments that are being made or talked 
of'in the Middle West and South. 

There have always been such ar- 
rangements among a large number of 
companies, and there is nothing in the 
least unusual in the present situation. 

I believe that the only reason so much 
Dublicity is given to the matter now is 
that at one time certain men in the 


American Life Convention endeavored 
to form a reinsurance company. The 
plan was that companies which were 
members of the convention or men in 
connection with those companies should 
hold capital stock in the reinsurance 
company, and that all reinsurance need- 
ed by members of the American Life 
Convention was to be given to this re- 
insurance company. This plan never 
materialized. The men, however, who 
were interested in it and thought it 
would be a good thing, continued their 
efforts to form some rather large re- 
insurance pools for the mutual exchange 
of business. So far as I know, the 
seven-company pool that has recently 
been formed is the largest one that has 
ever been formed, and naturally a good 
deal of publicity has been given to it. 

Recently a newspaper notified us that 
the statement was being freely made 
that the Lincoln Life had been thrown 
out of the new reinsurance pool, and 
asked for an authoritative statement 
over my signature concerning the mat- 
ter. I naturally made a reply, but to 
my great embarrassment the paper pub- 
lished only a part of my letter.. Readers 
of their article, therefore, did not under- 
stand why I had made any statement 
and the wrong impression was given. 

We have always had facilities to re- 
insure our excess risks. We were not 
interested in the seven-company pool 
and did not want to be, as we thought 
too great a number of companies were 
in it to enable the quick handling of 
business. 

Reinsurance pools are no doubt a 
good thing, as companies should have 
facilities for placing excess risks in 
order to be of service to their own 
agents. 

Thomas W. Vardell, president South- 
western Life, Dallas: 

Inasmuch as the Southwestern Life 
has had a most satisfactory re-insur- 
ance contract with the Connecticut 
General for the past several years, we 
have not been interested in any of 
the pools; accordingly, I am not in 
position to give you any information 








Des Moines, Iowa 








BANKERS LIFE COMPANY LEADS 
ENTIRE UNITED STATES 


The Only Life Insurance Company in America, writing 
$100,000,000 a year or more, to show a gain over 1920. 
(Excluding companies writing industrial insurance) 


Paid-for business for 1921 (Issued, increased 


Se RINE 6 0 o.oo 044 0 casas epeneseanseaeeeeeee 
Paid-for business for 1920 (Issued, increased 
SE NE 6. dh We et inied cade weaned 


QUE Sie icanoneasscusxcdevencceaessneeee 
Bankers Life Company 


95,000,000 








Geo. Kuhns, Pres. | 











relative thereto. I have heard rumors 
of a good many pools and have been 
approached once or twice, but have 
never gone into details. I judge that 
T. W. Blackburn, secretary and counsel 
of the American Life Convention, would 
be in position to give you more general 
information than anyone else. 

Several years ago I took a good deal 
of interest in, and put in considerable 
time, working up a re-insurance pool 
among the Texas companies. While the 
theory was wonderful, from a practical 
standpoint, it did not work out, and 
since then I have rather felt that a 
satisfactory contract for placing re-in- 
surance would be more to our advan- 
tage than any pool or reciprocal ar- 
rangement. 

A. C.. Bigger, president American 
Life Re-insurance Co., Dallas: 

So far as I know—and I try to keep 
well posted—very few companies have 
agreed to go into re-insurance pools. 
The pool in the Southeastern territory 
has recently been enlarged to take in 
four other companies and the only 
other proposed pool that I have heard 
of is in the neighborhood of Kansas 
City and in all likelihood will be con- 





Surplus 
Undivided Profits 





Statement of December 31, 1921 


ee ee ee ee ee 


Capital Stock (Common) 
Capital Stock (Preferred)....... 174,600.00 


eee 


Gain in Assets During Last Six Months of 1921 
Approximately $500,000.00 


More Insurance Accounts on Our Books than Ever Before. 


Accounts of insurance companies earnestly solicited. 


THE F. B. COLLINS INVESTMENT COMPANY 


Member Farm Mortgage Bankers Association 


Home Office: 
Oklahoma City, Okla. 


“Thirty-seven years without a loss to an investor.” 


. $1,897,001 .00 
500,000.00 


50,000.00 


67,706.09 








fined to five or six companies, so at 
the most it seems that only nine or 
ten companies have made any arrange- 
ments recently to enter into pooling 
agreements. When there are two hun- 
dred fifty or more companies in the 
country it would seem that this would 
not justify an assertion that any great 
percentage of the companies are going 
into these arrangements. 

As stated in our wire, March was 
the biggest month in this company’s 
history. Our gross receipts having been 
practically $2,500,000. Lest you may 
think that there is an unusual demand 
for re-insurance, will state that our in- 
creased volume is attributable to the 
fact that our clientele is increasing 
from month to month. You no doubt 
already know that we opened an office 
in Chicago last fall, which accepts busi- 
ness just as promptly as the Home of- 
fice and thus we are serving a much 
broader territory than formerly. My 
observation leads me to believe that 
the volume of business written by the 
direct writing companies has not been 
greater up to this date than at the 
same time last year. I am enclosing 
herewith a letter that went out to our 
Contract companies on the sixth instant. 

We wish it distinctly understood that 
we are making no fight whatever on 
our friends who have thought it to 
their advantage to form these pools. 
As stated in our letter, it is our opin- 
ion that there will be some disappoint- 
ments. 

Charles G. Taylor, Jr., vice-president 
and actuary Atlantic Life, Richmond, 
Va.: “As far as the Atlantic is con- 
cerned, our re-insurance arrangements 
are satisfactory and I know of no reason 
why there should be any unusual inter- 
est at this time in regard to re-insur- 
ance arrangements.” 





STECK APPOINTED MANAGER 





Guardian Life Promotes 
Young Underwriter; 
Company’s 


Promising 
Now Heads 
Williamsport Agency 





William F. Steck, Jr., has assumed 
his new duties as manager of the 
agency of the Guardian Life Insurance 
Company at Williamsport, Pa. Mr. 
Steck entered the life insurance bust- 
ness in Philadelphia after returning 
from service. He was a member of the 
second class in the Life Insurance 
School at Carnegie Tech. 


Upon his graduation from the School 
of Life Insurance Salesmanship he en- 
tered the insurance field in Williams- 
port, which is the county seat of Ly- 
coming County. For six generations a 
William F. Steck has resided in that 
county. His many friends are confident 
that he will build an agency organiza- 
tion which will be a credit to himself 
and to his company. 





FOURTH SON WITH COMPANY 

A famous family with the New Eng- 
land Mutual Life is the Saltzstein 
family of Milwaukee. The father is a 
general agent and several of his sons 
are with the company; in fact, the 


fourth—Felix, just out of Yale—has now 
joined. 
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next birthda 


and are up-to-date in every respect. 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secretary 








DR. 
INDEPENDENCE SQUARE 





HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to @ years 


y. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE-INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


E. BRYAN KYLE, Medical Director 


P. J. CUNNINGHAM, Vice-President 
JOHN J. GALLAGHER, Treasurer 


PHILADELPHIA, PA. 














Security Mutual Agents are successful 
WHY? 


The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 
If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 





For Insurance Salesmen 
ONLY 64,275 ARE SINGLE MEN 








161,996 Incomes of $10,000 And More; 
Eastern Section Has 56 Per 
Cent of Wealth 
There are 432,662 persons in the 
United States who have incomes in ex- 
cess of $5,000 per year, according to 


t 


United States Government statistics. 
347,442 are married men, married 
women of independent wealth, and 


single women, most of whom are heads 
of families. Only 64,275 are single men. 
These and other interesting facts are 
compiled in a booket, Into the Home, 
published by William Green, a corpora- 
tion in New York City. 

This book points out that families 
with bare-living incomes rarely make 
fruitful prospects and that it is a waste 
of sales effort for the salesmen _ to 
bother with them. The salesman should 
concentrate on those prospects who 
have a margin of income for the pur- 
chase of his product. Of the 432,662 
incomes, 270,666, or 62.56 per cent are 
between $5,000 and $10,000; 95,696 or 
22.12 per cent are between $10,000 and 
$20,000; 47,197 of 10.90 per cent are 
between $20,000 and $50,000; 12,439 or 
2.88 per cent are between $50,000 and 


$100,000; and 6,664 or 1.54 per cent 
range from $100,000 to more’ than 
$1,000,000. 

New York, with 84,124 incomes of 


$5,000 and over, is the wealthiest state. 


Pennsylvania has 55,691 incomes, Illi- 
nois: has 33,287, Massachusetts has 


22,700, Ohio has 31,726, New Jersey has 
23,488 and California tias 21,483. These 
are given in order of percentage of 
total wealth, so that explains why Mas- 
sachusetts with but 22,700 incomes 
ranks above Ohio and New Jersey. 

Nearly one-half of the total number 
of persons having incomes of $5,000 
and over live within the half-dozen 
states of New York, New Jersey, Penn- 
sylvania, Connecticut, Rhode Island and 
Massachusetts. The total number of 
incomes in these six states is 197,978, 
which is 45.74 per cent of the total 
number in the United States and 55.86 
per cent of, the total amount of wealth 
in the United States, as listed in amount 
of $5,000 and over. 

The booklet points out that the great 
mail order business of the country has 
been built up by direct intensive ad- 
vertising which reached the woman-in- 
the-home. These mail order houses will 
about $500,000,000 of merchandise 
of every variety this year, and these 
houses sell that volume even though 
they depend solely on catalogues, book- 
lets and other printed matter. There 
should be food for thought in this for 
the wide awake salesman. 


J. B. KASS TO SPEAK 

J. B. Kass, senior partner of Kass 
& Adlet, specialists in receivership 
cases, will speak at the April instruc- 
tion meeting of the Bookstaver agency 
of the Travelers to be held at the New 
York Press Club on the twenty-seventh. 
Mr. Kass was formerly chief accountant 
for a firm of consulting actuaries, and 
in that capacity has examined the books 
of many of the large companies. 








432,662 Good Prospects Should Dividends Stay 


To Earn Interest? 
BUY 





OR PAID-UP ADDITIONS? 





Arthur Hunter, Actuary of New York 
Life Insurance Co., Gives His 
Views 





The New York Life has frequently 
been asked to give its opinion about the 
advantage of leaving one’s dividends 
on deposit with interest instead of using 
them to purchase paid-up additions to 
the face of the policy. Actuary Hunter 
answers that the main difference is 
that in event of death the beneficiaries 
get a smaller sum under the former 
arrangement than under the latter, 
while if the insured survives, the cash 
value of the dividends would be larger 
if left on deposit at interest. An ex- 
ample will make this clear: 

Let us take a policy issued in 1907, 
at age 35, for $10,000 on the 20-Payment 
Life Plan. If the insured had left his 
dividends to accumulate at interest, the 
amount payable to his heirs at death 
in 1910 or any subsequent year up to 
1922 would have ranged from about 
$10,060 to $11,440. At the anniversary 
of the policy in 1922 the insured could 
elect to have the policy made fully paid- 
up—i, e., at the end of fifteen years— 
and there would be due him in cash 
$249. If he had used his dividends to 
buy paid-up additions the amount pay- 
able in case of death would have ranged 
from $10,120 to $12,280, and the policy 
could be made paid-up at the anniver- 
sary in 1922, but the cash due him would 
have been $84.70 against $249 by leav- 
ing dividends on deposit. 

This example, therefore, shows that 
the question for the applicant to decide 
is whether he would like a little more 
insurance for his family, or would like 
to have a little larger amount of cash 
for himself when he desires to withdraw 
the dividends. 





MRS. L. F. BUTLER DEAD 





Woman of Great Sweetness of Char- 
acter; Was Invalid for 
Several Years 





Mrs. Louis F. Butler, wife of the 
president of the Travelers Insurance 
Company, died in Hartford this week 
following a long illness. Four children 
survive. Mrs. Butler was a daughter 
of the Rev. James B. Goodrich, of Con- 
cord, N. H., who was formerly pastor 
of Grace Church, Windsor, Conn., and 
a granddaughter of James B. Powell, 
who at one time was president of the 
Mercantile bank of Hartford. She mar- 
ried Mr. Butler in 1902 and has been 
an invalid for six years. A Hartford 
daily paper said: 

“Mrs. Butler was a woman of great 
sweetness of character and amiable 
qualities. She was of a fine noble type, 
and even her long illness failed to dis- 
turb her home loving qualities and 
serenity of mind. Through all her ill- 
ness, Mr. Butler gave her the most 
assiduous attention and devoted ger- 
vice. Nothing that the best medical 
advice could suggest was neglected in 
the efforts to improve her condition, 
but without avail.” 


































MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? If so, read 
this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or 
double the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 
PER WEEK during such disability, but not to exceed 52 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty Payment 
Life, $167.10. Twenty Year Endowment, $235.10. 


United Life and Accident Insurance Co. 
Home Office, United Life Building, Concord, New Hampshire 























THREE RULES: 


The Northwestern Mutual Life Inzurance 











Company was the pioneer in establishing 














rules to protect itself and its agents 
against evils which demoralized the business. 


For twenty-seven years it has enforced a stringent Anti- 
Rebate Rule. 

For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 


large part, the success, high character and the loyalty of the 
agency feree of 





Northwestern Mutual Life Insurance Co. 
f 
Milwaukee, Wisconsin 
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L. K. Passmore To 
Retire as Vice-President 


WITH PENN MUTUAL FOR YEARS 





Long a Distinguished Figure in Life 
Insurance; Continues in Advisory 
Capacity 





The resignation is announced of L. 
K. Passmore, vice-president of the Penn 
Mutual Life, in charge of the agency 
direction, and one ot ¢he best of the 
insurance educators and advisers of 
men selling insurance. Mr. Passmore 
retires on June 30, but will continue 
with the company in an advisory capac- 
ity. In a letter to the general agents 
Mr. Passmore said: 

“The accompanying announcement 
advises you of the severance of my 
active official relations with the Penn 
Mutual, bringing with it a retirement 
from the agency direction and thus, 
in a large measure, closing the intimate 
business intercourse that has existed so 
long between us. 

“The hand of time moves on taking 
its toll in removal or retirement, and 
in thus yielding to the years I carry with 
me a pleasant recollection of many cour- 
tesies at your hands and those connect- 
ed with your agency who have played 
an important part in building up an 
association that is interrupted with pro- 
found regret.” 

Mr. Passmore was born in Maryland 
in 1850, was educated by private tutors, 
entered the export grain business and 
at one time was a partner in a large 
seaboard grain exporting house, Going 
into life insurance, he was elected trus- 
tee of the Penn Mutual thirty-three 
years ago, served on a number of com- 
mittees, and in 1903 was chosen vice- 
president. For many years he has been 
a director in prominent financial and 
commercial institutions. Upon many 
occasions agents of the company have 
expressed their appreciation of his 
work and of his friendship. While pass- 
ing through Chicago in 1915 the general 
agency there, which had staged a Pasgs- 
more month, handed him $1,000,000 of 
business for the company. 





NEW BALTIMORE MANAGER 





E. C. Niles Appointed by Phoenix 
Mutual; Has Done Well With 
Limited Experience 





At the recent convention of Albany 
agents, Winslow Russell, of the Phoenix 
Mutual, announced the appointment of 
E. C Niles as the new manager of 
the Baltimore agency. Many felicitous 
things were said concerning the man 
to fill the job, and following are a few 
of them: 

“In addition to winning the contest 
which preceded this meeting, he was 
the individual leader in the Albany 
agency last year. He reported over 
$10,000 in new premiums in 1921, de- 
spite the fact that he came with us 
the preceding year with no life insur- 
ance experience. He was the winner 
of the Colt contest in 1921, with the 
highest premium total ever reported in 
that race, and now he has won the 
Baltimore agency.” 

“When George M. Kimberly was ap- 
pointed manager of the agency, the 
office had only $14,000 in premiums on 
the books. Today it has $170,000 in 
Premiums, with an unusually favorable 
eath loss, expense and lapse ratio. Mr. 
Kimberly will continue his active in- 
terest in and identity with the Balti- 
More office, and with the co-operation 
which he will give Mr. Niles we feel 
confident of the agency’s security.” 





AMBER MADE GENERAL AGENT 

Harrison L. Amber has been appoint- 
ed general agent at Buffalo for the Berk- 
Shire Life, succeeding the late Charles 
E. Baxter. Mr. Amber has been a suc- 
cessful representative of the company 
for several years, holding the position 
of agency manager at Davenport, Iowa, 





Preliminary Term 
Killed in Massachusetts 


MEASURE BLOCKED IN SENATE 





Old Line Companies of State Disap- 
pointed; See Situation From Broad 
Viewpoint 





Boston, April 17—Much to the dis- 
appointment of the local life insurance 
fraternity, including executives, the bill 
to permit valuation on the preliminary 
term basis was defeated by a vote of 
14-13 when it came up in the Massa- 
chusetts Senate. : 

So far as the Massachusetts life in- 
surance companies are concerned they 
did everything possible to secure the 
passage of this measure, but were up 
against a stone wall of prejudice exist- 
ing among important members of the 
Legislature who do not realize the far- 
reaching effect that killing of this bill 
has. The situation to their eyes has 
been colored and they can only see 
Massachusetts flooded by a lot of life 
insurance promoters who, so they think, 
want to use the first year’s reserves to 
pay exorbitant salaries and commis- 
sions to establish new companies. Fur- 
thermore, they appear to suspect the 
old-line companies of putting something 
over which will give them more latitude 
in the way of expenses. Massachusetts 
insurance traditions, hard to upset, also 
count. 

A Massachusetts Viewpoint 

One of the local life insurance men, 

who keeps in close touch with every- 
thing happening in the business from 
San Francisco to Boston, has this to 
say: 
“Whether the Western and Southern 
companies really want to enter the Bay 
State is problematical, but, of course, 
they want to be able to do so if such 
be their desire; hence, you can’t blame 
them for being aggrieved. One of the 
Illinois companies, formerly on the pre- 
liminary term basis, recently entered 
this state, and it is putting up the full 
level premium reserve. Their advertis- 
ing would indicate that they put more 
value on the Massachusetts license be- 
cause of the fact that it requires this 
high reserve.” 





GENERAL CIGAR CO, INSURED 





Closed for Group Insurance of 12,500 
Employes by Supervisor 
A. M. Miller 





The General Cigar Company, was re- 
cently closed for group insurance by 
Group Supervisor A. M. Miller, of this 
city. There are about 12,500 employes 
in this company of which about 350 
are insured upon effective date. Execu- 
tive officers, office executives, depart- 
ment heads, district managers and su- 
perintendents constitute Class 1, and 
are insured for a flat amount of $2,000. 
All office employes not named in Class 
1, and foremen, forewomen, assistant 
foremen and shipping clerks constitute 
Class 11 and are insured for $1,000. 

The General Cigar Company, manu- 
factures and distributes cigars and has 
factories or warehouses in sixty cities 
and retail branches in forty-seven cities 
in twenty-four states. Its annual output 
of cigars exceeds 650,000,000. 

This case rewards several years of 
solicitation carried on by Mr. Miller and 
Miss Julia Peyser, the agent. 
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THIRTY YEARS OF PROGRESS 


Consistent, stable growth has marked the 
expansion of the Missouri State Life dur- 


ing the thirty years which have elapsed 
since its organization. 


Today—with $340,417,028.00 Insurance in 
force, this institution is serving policyhold- 
ers in 39 states, providing them “the 
Utmost” in Life, Accident, Health, and 
Group Protection. 


More than $100,000,000 of New Business 
paid for in 1921. 


“We Are Going Forward” 


MISSOURI STATE LIFE 


Insurance Company 
hae 


Life 


Home Office 
St. Louis 


Accident Health Group 














PHILADELPHIA LIFE -INSURANCE CO. 


IF YOU LIVE IN OHIO 
AND 


IF YOU DESIRE TO ESTABLISH DIRECT 


A 
LOCAL GENERAL AGENCY IN YOUR CITY 


Address: 
Manager of Agencies Or 
111 N. Broad Street, 
Philadelphia, Pa. 


E. J. Strickland, 
Supervisor of Agencies, 
Elyria, Ohio 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City ° 
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Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to its policyholders. 


Has always extended reasonable assistance and encouragement to its representatives 
to develop and hold theif business. 


WINFIELD S. WELD, Supt. of Agencies 














Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











Miss Hazel Read, Minneapolis, 
Policies in a paper delivered before 
for Massachusetts Mutual agents, 
Women said: Every married woman 
should carry some insurance 
on her own life if the only benefits 
derived were systematic training in 
thrift. Men give women too much 
money to spend and not enough to save. 
If we as insurance agents united in the 
effort to teach women systematic sav- 
ing, we would not need to expend so 
much effort in talking income insur- 
ance; for women would not dissipate 
their estates, and women and children 
would be betier protected. Men iike 
income insurance because the comm- 
panies invest in the type of investments 
in which a man would wish his wite 
to invest the money he has left to hev. 
If income insurance is a good invest- 
ment for his widow, Endowment at 
Sixty cannot be a very poor proposition 
for his wife, 

Married women should carry insu” 
ance for their dependents. Many a 
woman, supporting her mother or in- 
valid sister with no resources other 
than her salary, marries, and friend 
Husband says, “I shall gladly assume 
your responsibilities. Your mother will 
live with us—or better I shall give 
her a small allowance to maintain her 
own little home.” If that wife divs, is 
not insurance on the wife’s own life 
the very best method to care for her 
old mother or invalid sister? 

Naturally women are primarily inter- 
ested in the welfare of their children. 
If we had an Educational Policy to sell 
to mothers, these women would tele- 
phone us their orders, as they do the 
agent of “The Child’s Book of Knowl 
edge.” 

If I were defining a woman’s insur- 
able interest, I would say that her most 
clearly defined interest is her child. 
Mothers die when their children are 
various ages—and what happens? 
Kither the children are cared for by 
relatives, a housekeeper is installed in 
the home—or the father marries again. 

Many times in the case of a long 
drawn out illness of the mother, an 
older child is deprived of an education 
while caring for the mother—or after 
the mother’s death while caring for the 
home and younger children. Some in- 
surance upon the mother’s life might 
prevent this, and the mother would 
wish it, 

There are instances without number 
of the second marriage of the father. 
If the mother could have willed to her 
children her interest in the husband's 
estate through insurance, without ma- 
terially decreasing the estate which she 
has helped to create, the life of many 
a child with a stepmother would be a 
different story. 

Sometimes the reaction of the N. M. 
A.’s adverse advice may be upon his 
own children. Is it not clear that sell- 
ing insurance to single women, the 
marrying of these women, and the com- 
mon attitude of men toward the in- 
surance of women, often producing ad- 
verse advice, ties up together into one 
of our greatest insurance problems. 

* * & 


The Great West Life has 


Wants been asked this question: 
Premiums “I have a _ prospect for 
Reduced $20,000 of insurance who 


; wants an arrangement by 
which his premiums will be reduced 
00 per cent or more after ten years. 
We haven’t such a policy and I don’t 
think any other company has.” 

The Company answers as follows: 

“This is one of the frequent cases 


of unusual requirement which may be 
fully met with our ordinary equipment. 
Two policies, of $10,000 each, on the 
Ten Pay and Twenty Pay Life plans, 
will provide your man with what he 
asks for. But if you tell him how 
simple the matter is he may think less 
of his own idea. Promise to arrange 
the insurance so that his wishes will 
be completely complied with and state 
the exact amount by which the aggre- 
gate premium will be reduced at the 
end of ten years. Don’t explain that 
you intend to have two separate policies 
issued for him. 

“Almost any reasonable requirement 
of a prospect may be fulfilled by a com- 
bination of policies from your rate book 
or the exercise of various options of 
settlement.” 

+ o * 


James A Neilson, of the 

Value of State Mutual’s Buffalo Gen- 

Intensive eral Agency, has made a 
Cultivation record in intensive cultiva- 

tion which has proven to 
be very profitable to him. It should 
serve as an inspiration to other agents 
and lead them to similar achievements, 

Mr. Neilson is a capable insurance 
man, affable, and sincere in all of his 
dealings with prospects and policyhold- 
ers. He started with General Agent 
Merril! as a part time agent with the 
idea of devoting his full time to the 
work as soon as he felt that he was 
capable of doing so. 

The first policy that he wrote was 
on the life of an employe of a large 
corporation in Buffalo, employing sev- 
eral hundred persons. Mr. Neilson saw 
his opportunity in this concern and 
improved it. During his period of ap- 
prenticeship, he worked as a part time 
agent, and wrote a few policies in this 
corporation. Upon becoming a full time 
agent in March, 1916, in a tactful and 
discreet manner, never abusing the 
privileges that had been extended to 
him by the department heads of the 
company where he had obtained, a foot- 
ing, he wrote case after case, until at 
the present time he hag in this single 
concern ninety-two policyholders in- 
sured for about $450,000. Mr. Neilson 
states that he expects to write many 
more of the officers and employes. 

The first policyholder in a concern 
where a large number of persons are 
employed often proves the beginning of 
a large volume of business. 

A sincere desire to render efficient 
service to policyholders is an excellent 
form of advertising. 





ACQUIT AGENTS 


Two Philadelphia life insurance men, 
Thomas E, Boyle and John H. O’Gor- 
man, were acquitted by a jury in the 
Delaware County Court, at Media, Pa., 
on Friday, April 14, after a two weeks’ 
trial of the charge of conspiring to 
defraud the Rev. James Timmins, rector 
of St.. Michael’s R. C. Church, of 
Chester, to the amount of $17,760 in 
selling him stock of the Cosmic Metal 
Company. 

The company was promoted by the 
defendants for the manufacture of 
metal bearings and is now in the hands 
of a receiver. Boyle was’ the president 
and O’Gorman was the treasurer. 





THE FARMER’S PROSPERITY 


Although the farmer is naturally 
optimistic as the planting season pro- 
gresses, the Life Insurance man this 
year has a double advantage—the farm- 
er reaped a billion dollar harvest be- 
fore the planting season began, says 
the Missouri State Life. 


MD oink sides eedades censivnscaxsrUcaWs doseTunsdededbenee¥ud seeCiSensewsaeccaus $ 28,308,449.13 
BD in tas ois cheek sseees bn ecseadebscuedtaseh canteen VeRbiTeRECese Cronies 25,109,146.04 
EE NN IIR 0 5. «hinds Gann sbabhaieeanbeseregnseesusbraeciesesnactesesoes 3,199,303.09 
RES: (NE OR 2 0 as a a's Sarg tia cs cise been daa EW RdOS EU bse oeae 214,188,461.00 
NN: Oe io os: k's babes cpndeeeisea ani Neaenvineceeconsreceas 1,897,435.45 
Total Payments to Policyholderg since Organization.....................00- $27,720,705.42 


JOHN G. WALKER, President ’ 


Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1921: 

















Insurance 


By John Alford Stevenson 


formerly Director of the Carnegie 
School of Life Insurance Sales- 
manship. 


Edward A. Woods says of this 
book: “It is, by far, the best 
thing on selling Life Insurance 
that has ever been compiled.” 


If you have not already ob- 
tained a copy of this remarkable 
book, use the coupon, and receive 
your copy by return mail. 


Use this coupon to order. 


Harper & Brothers, 
Franklin Square, New York. 


Send me one copy of Selling 
Life Insurance, by J. A. Steven- 
son, for which I ‘am sending you 
three dollars and_ sixty cents. 
($3.60). 


Name 


NOTED: is acide sis-5/ ele wieie Mawes tee 
PAGR!. . sscvstsisrwtensiaveee teres saree eee 


HARPER & BROTHERS 


Established 1817 New York 

















DROP SYNDICATE LETTERS? 

It is rumored in the life insurance 
offices that the proposition of a St. 
Louis newspaper man to syndicate to 
500 newspapers a life insurance letter 
has not gone through. 





Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 


gWILL PAY THEM WELLJ 











HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 





The 62nd Annual Report shows: 
Premiums received during the 
year 1921 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
Heh carnenicevevexsencanecs eeanee 4,740,340 
Amount added to the Insurance 
Reserve Funds 2.0 ssecccsscceccs 2,121,307 


re petnanesens wae 1,964,050 
($642,638 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 53.44% 

of the amount expected. 
Insurance in Force..... aceeicbied $223,116,887 
Admitted Assets .....ccccccseses « 43,222,328 








For ayency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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Detroit “News” Radiss 
W. J. Graham’s Talk 
LIFE INSURANCE AND THRIFT 


Thousands of People Hear Talk of 
Equitable Life Assurance Society 
Officer 





When William J. Graham, second 
vice-president of the Equitable Life As- 
surance Society was in Detroit last 
week where he addressed the Sales 
Congress of the life underwriters’ as- 
sociation of that city, he was asked by 
the Detroit “News” if he would not 
make a radio talk to be broadcasted 
through part of Michigan, Ohio ‘and 
Ontario, the field reached by the radio 
outfit. His talk, entitled “Life Insurance 
As a Thrift Measure,” was heard by 
many thousands of people and was as 
follows: 


Do you realize that in the middle of the 
word Thrift there is a great big IF? The 
potentialities of thrift are tremendous, but the 
success or failure of any thrift program hinges 
on the word IF. 

About six months ago a man connected with 
a large savings institution set out to make an 
investigation of the thrift habits of the ordi- 
nary man in the business district of New York. 
This is what he found in one large office 
building: 

Jut of 101 persons with earnings of from 
$2000 to $4,000 a year only 25 followed any 
voluntary plan of saving; 27 had tried to “ 
but had given up the plan they had devised; 
owned their own homes, and only 22 had pf. 
other investments beyond a savings bank ac- 
count. He learned, in addition, that 74 of the 
101 were carrying life insurance and they re- 
garded the payment of premiums on their_poli- 
cies as a most excellent means of saving. Near- 
ly half of those who did not save in any other 
way carried life insurance. 

Life insurance benefits our people in two 
ways. and these two classes of benefits in com- 
bination have extraordinary value. One is its 
protective feature—its protection against the 
financial disasters consequent upon death that 
destroy homes and wreck business enterprises. 
The other is its value as a teacher and pro- 
moter of thrift. 

Life insurance is the best of all teachers and 
promoters of thrift for two reasons—first, be- 
cause of its efficiency, and, secondly, and re- 
gretfully. because of the inefficiency of other 
plans. This calls for explanation. 

While most of our people are either reckless 
or heedless, and live from hand to mouth, there 
are some who save a little money from time to 
time and lay it aside for investment. But 
usually they let this money lie idle. And after 
a while they spend it or sink it in some busi- 
ness venture. Others open savings bank ac- 
counts, but even in a case where the depositor 
has the strength of character to persist, death 
may intervene before any substantial sum has 
been accumulated. So the officers of these banks 
are forced to confess that accounts maintained 
for any length of time are almost as scarce as 
hen’s teeth. 

It is estimated that 65% of all life insurance 
policies are maintained for an average of 15 
years. while only 3% of savings bank accounts 
remain untouched for ten years. 

The man who can be induced to deposit a 
specific sum periodically’ with a life insurance 
company enters into a contract under which his 
deposits become obligatory. And although he 
is free to stop making them, he cannot do so 
without sacrifice and without abrogating his 
agreement. Thus a steady and continuous pres- 
sure is brought to bear upon him. And _ this 
pressure strengthens his purpose and aids him 
in fulfilling the obligation he has voluntarily 
assumed. Tn addition to this. he is taught sys- 
tematic habits of saving. His payments fall 
due at regular intervals, and whenever he is 
forvetful or dilatory he is reminded of his 
obligation. 

Quotes Famous Men 

Woodrow Wilson says: 

“If a man has not that vision of conditions 
to come, and of the days that have not yet 
dawned. which we sum up in the whole idea 
of thrift and savings, then he has not opened 
fh eyes to any adequi ate conception of human 
ife 


President Harding testified some time ago 
as follows: 

shall best express my opinion of the value 
of life insurance when T tell you that I took 
out my first policy as a youth of 19, and have 
een taking new policies ever since that time 
until four years .ago.’ 

Vice President Coolidge says: 

“In this day and generation it would seem 
that there is no greater ble ssing to prepare us 
against the future than life insurance. 

Secretary of State Hughes says: 

S$ a young man I realized that there was 
only one way in which a man could protect his 
family from’ the vicissitudes of fortune and 
make proper security against the day which 
must come to us all, and that was through life 
surance. And I have been adding to my 


feldings in life insurance from that time to 
i 


One Great Advantage 
One great advantage of saving a given sum 
every year through life insurance is that a man 


can then spend his income as necessary with 
a clearer conscience. In addition to creating 
an annually increasing fund for the proverbial 
rainy day, he has made provision for his loved 
ones if he should be taken from them. 

While all life insurance may be considered 
in the light of saving, what is known as an 
Endowment policy is especially attractive in 
this respect because the face of the policy is 
paid to the investor if living at the end of a 
given period, say 10, 15 or 20 years, as desired. 

Every man who carries life insurance secures 
a valuable endorsement in business circles, in- 
creases his financial strength, improves his 
credit and safeguards his enterprises while he 
is developing them. Thus he becomes a better, 
stronger, more useful citizen. 

The more people there are who by means of 
life insurance become _ self-respecting, self- 
reliant and self-supporting, the less will the 
state and the nation have to pay for asylums, 
jails, poorhouses and hospitals. Thus life in- 
surance buttresses the nation by stimulating 
the thrift of the individuals composing the 
nation, F 

It must be noted also that the small savings 
of innumerable individuals flow in tiny rills 
into the great investment re servoirs of the in- 
surance companies. Thus funds which would 
otherwise be wasted or lie idle are used .to 
develop the industries of the nation. 

Lawrence F, Abbott, of “The Outlook,” sum- 
marizes the collective force of life insurance 
savines as follows: 

“What are these gigantic assets doing? They 
are building railroads, erecting mills and fac- 
tories, clearing land, cultivating farms and 
furnishing much of the industrial power and 
energy which has made the people of the United 
States the greatest nation in the world.” 


NEW YORK FIGURES 

The life insurance operations during 
1921 as reported to the New York in- 
surance department show some very 
substantial results. The thirty-seven 
companies reporting had a total pre- 
mium income during the year of $1,265, 
627,873, and a total income from all 
sources of $1.651,216,45 They paid out 
in death claims $295,539,225 in endow- 
ments $117,127,609; in dividends to pol- 
icyholders $180,468,153, and in commis- 
sions $131,537,808. The total disburse- 
ments reached $1,123,630,619. These 
companies had in force at the close of 
the year po'icies aggregating $37,718,- 
941,807, an increase of $2,955,970.519. 

The total financial resources of these 
thirty-seven companies at the end of 
the year reached $7,017,818,686, an in- 
crease of nearly half a billion dollars 
over the previous year. 


INSURANCE MONEY INVIOLABLE 

Did you know that under a Travelers 
Trust Agreement, the benefits under a 
life insurance policy can be placed be- 
yond the reach of creditors of the poli- 
cyholder’s estate, until it reaches the 
hands of the beneficiary? In other 
words, the Travelers will pay this 
money only to the person named as 
beneficiary under the agreement, and 
not to any party having claims against 
the estate. After the monev_ has 
reached the hands of the named benefi- 
ciary, the Travelers has no further con- 
trol over it. 





SUPERSEDING THE TEMPORARY 
POLICY 

W. Laurence Mason, of the Philadel- 
phia Agency of the Provident Life & 
Trust, thus summarizes for a term 
policyholder the advantage of supersed- 
ing the temporary policy, and finds this 
arrangement of figures effective. For 
instance: 

“A Plan to Supersede your Term 
Policy with a well-Balanc ed Satis- 
factory Policy. 

Ordinary Life, $10,000. Age 47. 
Premium, $384.30. 

Net cost during the next five years 
(based upon the actual dividends 
being paid this year): 


Piee FORE 6506004085 $333.90 
Second YOGr «2650.0 330.70 
"BHitG YOAP .ccdiecies 327.30 
Fourth Y@ar ....22+. 323.70 
Prem “GOP .46.cscccs 320.00 


If your present term policy were 
kept in force the premium would 
be increased: 


fit Aste 4D (Oi ccc $228.3 
At Age 59 té@......2% - 472.10 
At Age 69 tO... cs. 1068.90 


If you were to stop paying premiums 
under this term policy you would 
have no equity at all. 

Under the Ordinary Life Policy, if 








Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 


Vice-President Coolidge says: “Look well then to the hearthstone; 
therein all hope for America lies.” 

The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 
the provision for his own old age. 





Fourth and Chestnut Streets, Philadelphia, Pa. 























State Mutual Life Assurance Company 


of Worcester, Massachusetts 


Incorporated 1844 


Has shown steady and consistent growth. 


Is progressive in every detail which is for the benefit of its policyholders 
and their beneficiaries. 


A Home Office organization trained to render efficient service to policy- 
holders and field force. 


An agency organization that is capable, and loyal, happy in the knowl- 
edge that the protection and service furnished by its activities are 
unexcelled. 


B. H. WRIGHT, President F D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies 














THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford Connecticut 
1846 1922 


TEN YEARS OF PROGRESS 


December December 
31 31 
1911 1921 


| $ 19,799,042. . -$ 61,765,820 
199,154,900. . 413,239,003 
6,426,779. . 12,579,523 
3,351,696. . #6 848,638 


*Includes Dividends, apportioned for 1922, of $2,060,000 and $750,000 
Investment Contingency Reserve Fund. 


_New Paid-for Business. . 
_Insurance in Force....... 
Premium Income ........ 
«ce ctw ih cag chlh 














An Unposular Commissioner 
Colonel Frank J. Travis, insurance 
commissioner of Kansas, is the most 


you were to stop paying premiums, 
you would have dividend-paying 
paid-up insurance as follows: 






At end of 10 Years... .$3670 unpopular insurance commissioner that 
At end of 20 Years.... 6310 state has had in years. Kansas insur- 


At end of 25 Years.... 7260” 
The summary is printed in the cur- 
rent issue of “Provident Notes.” 


ance men think that Travis will be re- 
appointed. His term has about eight 
or nine months yet to run. 
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Joint vs. Individual 
Insurance As Seen By 
Maryland Writer 


VIEWPOINT OF CALVERT STEIN 








Says it is Always Possible to Secure 
Larger Amounts on Individual 
Lives 





Calvert F. Stein, of the Maryland As- 
surance, takes up the question of joint 
versus individual insurance in his com- 
pany’s paper. Some points he makes 
follow: 

There are circumstances and condi- 
tions, of course, under which joint as- 
surance will precisely meet the needs 
or wishes of prospective applicants; 
and sometimes there are cases where 
the applicants particularly desire, for 
one reason or another, this form of 
assurance, and in all such cases joint 
assurance should be written. 

To cover such cases, the corporation 
has included the rates for joint as- 
surance upon the Whole Life, the 20- 
Payment Life and the 20-Year Endow- 
ment plans, in its new rate manual on 
pages 231-236. 

Individual Policies More Desirable 

As a general rule, however, it will 
be found, when all things are conaid- 
ered, that assurance on individual lives 
is more desirable and will prove more 
advantageous both to applicants and 
to the agent, than joint assurance cov- 
ering the same lives. 

In the first place, consider the matter 
from the standpoint of the prospective 
applicants. 

It is always possible to secure a 
larger amount of assurance, in the ag- 
gregate, by means of policies on in- 
dividual lives, than by means of joint 
assurance, covering the same lives, for 
approximately the same premium out- 
lay. 

For example, $10,000 of assurance on 
the Whole Life plan, covering two lives 
aged respectively 30 and 35 years, joint- 
ly, would require an ennual premium 
of $309.60. Individual policies on the 
Whole Life plan, at the same ages, 
could be secured, in the amount of 
$7,500 each, or aggregating $15,000, 
upon payment of annual premiums, ag- 
gregating $302.85, less than the premium 
required for $10,000 of joint assurance. 
If the assurance is to be for the benefit 
of a firm or corporation, the individual 
policies could be assigned to the firm 
or corporation, thereby granting the 
same protection. 

Under the joint life policy, in the 
event of the death of either of the 
assured, $10,000 would become payable, 
it is true, but no further assurance 
would be in force. 

Under individual policies, in the event 
of the death of one or the other of the 
assured, $7,500 would become payable 
and assurance for a like amount could 
be continued on the remaining life; 
and. in the event of the death of both, 
$15,000 would become payable. 

Then again, if a firm or partnership 
be dissolved, while the joint life poli- 
cies of the corporation do permit as- 
surance to be continued on the indi- 
vidual lives, within certain limits, for 
$5,000 each, in the case of a $10,000 
policy, though many companies do not 
grant this privilege; under individual 
policies, $7,500 may be continued on 
each life, the policies being reassigned 
to the respective assured. 

Then, too, under individual policies, 
it would be possible to secure disability 
and double indemnity benefits, which 
are not granted, for a number of rea- 
sons, in the case of joint life policies. 

From Agent’s Standpoint 

Now, in the second place, consider 
the matter from the standpoint of the 
agent. 

Two applicants must first be per- 
suaded to make application under a 
joint policy and both must pass a satis- 


factory medical examination and it 
must be remembered that the prob- 
ability of declination is very much in- 
creased when two lives are involved. 

If a joint policy be applied for and 
one or the other is found not to be 
insurable, after they have been per- 
suaded that joint assurance is needed, 
they feel that no other plan is satis- 
factory and, as a consequence, it fre- 
quently happens that a policy upon the 
the applicant who is insurable cannot 
be placed. 

If individual policies are applied for 
and one is found uninsurable, it fre- 
quently happens that a diplomatic agent 
can place the policy on the other ap- 
plicant, who is insurable. 

Then, under the corporation’s limits 
for assurance, it is always possible to 
secure and accept a larger aggregate 
amount of assurance on two lives indi- 
vidually than would be possible to ac- 
cept on the same lives jointly. 

Then, too, because of the increased 
expenses under a joint life policy, two 
medical examinations and two inspec- 
tion reports being required, it is fre- 
quently necessary for the corporation 
to make an adjustment in the commis- 
sion allowed under joint life policies, 
which means less compensation for the 
agent. 





QUICK PAYMENT 

The Brooks Uniform Company of New 
York says to the Travelers of a group 
case: 

“We reported the death of our em- 
ploye to your agent at 4.30 p. m., Tues- 
day, and presented the _ physician’s 
statement to your office Wednesday 
noon, immediately receiving the check 
for $1500. Being able to provide the 
widow and family so quickly with funds 
at the time when financial aid was 
most needed, speaks excellently for 
your splendid co-operation.” 

RANSOM SUCCEEDS MADDEN 

Carlton A. Ransom, who for two and 
one-half years has been in charge of the 
engineering division of the Policyhold- 
ers’ Service Bureau of the Metropolitan 
Life, New York, has been promoted to 
the position of chief supervisor of the 
bureau. 

Herbert L. Rhoades, head of the in- 
dustrial relations section of the bureau, 
has been advanced to a post as super- 
visor. Both appointments took effect 
March 1. 





The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of | 
Life, Accident and Health Insurance 
Our Complete Protection Combination 
is the ideal form of insurance coverage 

















American Central Life | 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address: 
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GET MORE SPACE’ 





Hall & McNamara General Agency of 
Penn Mutual Growing; 1922 
Record Splendid 





Hall & McNamara, general agents 
for the Penn Mutual, opened an office 
and began writing life insurance as as- 
sociate agents for the Massachusetts 
Mutual in April, 1920. The office was 
about large enough for two desks and 
a waste basket. It still occupies one 
corner of the present suite. This agen- 
cy was continued by Hall & McNamara 
until May, 1921, when they resigned to 
become general agents for the Penn. 

Business has been continually good 


in volume since that time. During the 
calendar year of 1921 a total of $5,381,- 














period. 
tionary period. 
ability. 


anniversary. 
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Improved Disability Provision 


Claim may be made us soon as disability occurs—no p.obationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Str et, New York 














| 


000 was written by the agency force 
in both companies. That in itself was 
a good total considering that the force 
was built up from nothing. The or- 
ganization now includes twenty-seven 
full-time men, only six of whom had 
any insurance experience before coming 
to the agency. The others have been 
trained in their work by the agency. 

“Business is great this year as far 
as this agency is able to judge,” Mr. 
Hall declares. The records back up 
his statement by showing that each suc- 
ceeding month has been better than 
the. last. During March more than a 
million in paid-up business was written, 
and the first quarter of 1922 shows the 
volume to be more than $2,561,000. At 
the present rate more than twice as 
much business will be turned in this 
year than is recorded on last year’s 
books. 

To meet the demands a 60% increase 
in space is being provided in the offices 
and the alterations will be completed 
by May 1. The present quarters are 
crowded after less than one year as 
general agents for the Penn, despite 
the fact that several large rooms have 
been added from time to time. 





COLLEGE ENDOWMENT 

The Mutual Life does not issue En- 
dowments for a shorter term than ten 
years. It has been asked what form 
of Endowment should be used to pro- 
vide a college education for a boy or 
girl who is now ten years of age. Re- 
plying the company says: “A Ten-Year 
Endowment should be applied _ for, 
whose cash surrender value at the end 
of eight years would be sufficient, under 
Option 2, to provide $1,000 or $1,200 a 
year for four years; and such a settle- 
ment must be specified when applica- 
tion is made. 

“For a child of two years, an En- 
dowment for 16 years should be taken; 
for one of seven years, an Endowment 
of eleven years; and so on. In ‘Points’ 
for March 1 of last year we printed 
such rates as were then available for 
these varying terms. The home office 
will be glad to supply, on request, rates 
not ages and terms not included in that 
table.” 





WALTER CLUFF IN CHARGE 
The Kansas City Life is extending 
its educational service department. 


Walter Cluff, a graduate of the Uni- 
versity of Chicago, and formerly a pro- 
fessor of English, is in charge. For 
the past ten years he has been in the 
field selling life 
Kansas City Life. 


insurance for the 
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The Five Brothers Kederich of the New York Life 
ro ln Sn 


i 
* 


Fs 











The Kederich brothers of New York City are unique among the selling organizations in this country. Herewith is 
printed a picture of the quintette, all of whom are with the New York Life. 


Not one has ever been with any other company. Each has come, as his years permitted, to the New York Life 


in humble capacity and by intelligent work has risen from the basement to the executive floor. 
of a large branch office in New York City. 


Introducing them from left to right, 


Each is now at the head 
Robert F., the infant of the family, and 


the biggest, and the baldest, in command of Mercantile Branch, began with the company in 1912; George A., Agency 
Director, Brooklyn Branch, came with the company in 1909, has enjoyed field experience and is a large personal writer, 
winning membership on merit in the $200,000 Club; Lawrence C., Agency Director, Knickerbocker Branch, the senior of 
the clan, came with the company in 1893, and his office is the first in the country to fill March 14 on New Organization, 
old rules, for 1922; Charles H. began in 1902 and is now head of the Grand Street Branch, one of the largest insurance 
agencies in the country, paying for over sixteen millions in 1921, an office that under his management has grown so fast 
that it has generously contributed several bunches of salesmen to start new baby branches along the pathway of pros- 
perity; Harry C. B., began with the New York Life in 1907 and presides over the destinies of the Cooper Square Branch. 
The family is unique in these respects—five brothers, all about the same age—as the youngest member!—all healthy, 
handsome and prosperous, each at the head of a successful sales office, and their business lives have known no — 
company. Is there anywhere in the world a selling organization that can produce so accomplished a family? And in golf 


they do it in par! 


LOWELL LIFE MEN MEET 
J. E. Chamberlain Elected President; 
D. S. Hickey Spoke on Character Ana- 
lysis as Applied to Life Insurance 





J. Elmore Chamberlain, special agent 
of the Massachusetts Mutual, was elect- 
ed unanimously president of the Lowell 
Life Underwriters’ Association at the 
monthly meeting held April 13. George 
H, Spillane, superintendent of the John 
Hancock, and representative of the 
local association upon the Executive 
Committee of the Boston Life Under- 
writers’ Association, made the nomina- 





Two of the five remain unmarried, Lawrence and Harry. 





tion. D. S. Hickey of Boston gave a 
comprehensive talk on super-salesman- 
ship as applied to life insurance. Mr. 
Hickey is an expert on character analy- 
sis and gave personal descriptions of 
hypothetical cases. He referred es- 
pecially to the high plane upon which 
the life insurance business is being con- 
ducted by the companies and the in- 
creasingly representative calibre of the 
men constituting the sales personnel. 
John F. Daley, Boston Mutual, gave 
an interesting description of conditions 
in the devastated areas of France, 
where he was engaged in war work. 
Daniel Doran, assistant superintendent 


of the John Hancock, spoke upon sell- 
ing points with particular reference to 
the viewpoint of the prospective insurer. 





UNUSUALLY GOOD PAPER 
The State Mutual Life “Field Ser- 
vice” is an unusually good paper. 
Moreover it is an easy paper to read 
and it is out of the ordinary in every 
respect. 


The Missouri State Life has adopted 
this slogan: ‘We are going forward.” 





The demand for policy loans is much 
lower than it has been. 


TAUGHT BANKER SYSTEM 





Watertown Financier Says He Learned 
to Be Punctual from Paying 
His Early Premiums 





In a talk before the Life Underwriters 
Association of Watertown, N. Y., Isaac 
L. Hunt, president of the Watertown 
Savings Bank, said that it is the duty of 
every man to recognize and to dis- 
charge his obligation to the generation 
in which he lives. “I want you men to 
go forth into your work imbued with 
the spirit of service to mankind, then 
your work will ennoble your character 
and enrich your life,” he said. “I know 
of no agency so well equipped to confer 
blessings upon afflicted families as 
yours. I well remember when I was an 
accountant in the old Merchants’ Bank 
how an aggressive life underwriter in- 
duced me to sign on the dotted line. 
That policy was for only $5,000, but it 
taught me punctuality in payments; 
from it I learned the lesson of thrift and 
the fulfillment of engagements, and 
though the payments were hard to meet 
those days, the settlement which finally 
came was a revelation to me.” 


John B. Taylor, another prominent 
man, told many amusing incidents from 
his early life, when he first started in 
business. He said that every time he 
went into business or expanded in any 
way he had to take on more life insur- 
ance. “I went in debt and still further 
in debt, but always had enough insur- 
ance to cover all my obligations in case 
of death. I always rebelled against pay- 
ing the premiums and generally swore 
at the agent while I was writing the 
check, but one day one of them came 
in with a broad smile on his face and a 
check for $10,000 in his hand, proceeds 
of a matured policy. I never swear now 
when I pay my premiums—and I am 
carrying $445,000 on my life, and wish 
it was a million. The country is being 
built by loans from the big life com- 
panies, railroads, public utilities, real 
estate and agricultural and dairy indus- 
tries are stabilized by loans from these 
vast reservoirs of wealth. Such is the 
magnitude of your business that every 
citizen is reached through his salary 
voucher or pay envelope by these 
loans.” 

An interesting experiment was sug- 
gested by W. C. Smith, who said that 
he would like to test the insurance be- 
lief of the assemblage by taking a cen- 
sus of the amount of life insurance car- 
ried by the entire group of underwriters. 
Secretary H. C. Dobbs called the roll 
of those present and each responded by 
quoting the amount he carries person- 
ally. The total of the thirty-three men 
was $251,905. 





MOVES IN PITTSBURGH 

The Western Pennsylvania agency of 
the Royal Union Mutual Life, of Iowa, 
has moved to a new suite of offices 
on the eleventh floor of the Fulton 
building, Pittsburgh. Theodore J. 
Schaub, agency manager, has made a 
splendid record with the company and 
reports a rapidly expanding volume of 
business. The new offices have been 
especially arranged to accommodate a 
life insurance service bureau. 





Incorporated 1851 











MASSACHUSETTS 
LIFE INSURANCE COMPANY 


A company which throughout the seventy years of its history 
has ever enjoyed—because of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MUTUAL 


Springfield, Massachusetts 























New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





New Insurance Paid-for, 1921 
Gain in Insurance-in-Force’~ - 
Total Insurance-in-Force’ - 





New England Agents Write Persistent Business 


$82,072,020 
48,641,846 
- 609,415,082 
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A REAL REFORM 
Tl ction of the standing committees 


( I larine & Liability Brok- 


ciation and the Casualty In 
‘hange of New York in com 


tanding relative to the 


ing of renewal certificates and in 
furnish to brokers a list of 
policies, all of which will tend 


non-taken evil, is not 


of the most important recent 
velopments in insurance, but i 
Here i 


and 


Ss 
8 
com- 


of widespread — significance. 


brokers 


in instance where 


votten together and reach- 


1 an understanding on a great eco 
lic problem It is real co-operation 
he fullest extent of the word as 

| ;” Association members 

ite about 75 or 80% of the casualty 


i) and the ‘Exchange committee 
ents companies not in the 
Now, if the same thing can 
urance, there would 


} 


reform all around. 


THE BECKWITH 
The London & 
rratulated 


the services of Oliver R. 


APPOINTMENT 
Lancashire Indemnity 


is to be con upon obtaining 
Beckwith, one 
of the Hartford 


colony, and an insurance law- 


of the leading member 
insurance 
yer of the first rank. 


Mr. Beckwith represents a type of 
front 


insurance business—the 


counse! which has come to the 


recently in the 


lawyer with an insurance training ex- 
tending over a long period of years in 
which the different rungs on the ladder 


are climbed from the bottom. His first 


legal work in his 


with und 


present connection 
rwriters had to do with ser- 
vice in the As he 
touched 
including 
branch of 
been of genuine 
compunies as well as his 
qualified into a 
and clauses. In 


claim department. 
continued to ascend his work 


irious other 


that of 


departments, 
automobile. In that 
ihe business he has 
help to other 
( 1, as he gradual'y 


expert on form 


t the present time he is chairman 
Committee on Forms and also 
\dvisory Law Committee of the 
1 Automobile Underwriters Con- 

evel 


went into an insurance 
Beckwith had a 


rounding in the 


thorough 


law, having had a 


splendid specialized education and being 
the possessor of degrees. 

The head insurance offices, especially 
Hartford, numerous 
young lawyers, some of them men of un- 


those in contain 


usual capacity and brilliance, and the 
question has often been asked why these 
men take in their private practice shin- 
gles in order to enlist with an insurance 
being willing to 
individual 
tion as independent practitioners. 


company, apparently 
distine- 
The 
answer is that the legal world is full to 
with struggling 
with competition brisk, keen minds not 
being at all uncommon. In insurance 


sacrifice careers of 


overflowing lawyers, 


there is a sure livelihood from the start, 


and advantage is frequently taken of 


opportunities to win competence and 
fame among the intelligentia in a man- 
ner which makes dreams come true. 


DROP MANY POLICIES 


Companies Cancelling Covers in Whole- 
sale Fashion on Lines Where 
Fires Are Reported Worst 


Since the New York Board adopted 
the system of sending out every week 
a classified list of fires to inform un- 
derwriters in which trades the hazards 
for the moment are most severe several 
companies are reported to have dis- 
patched hundreds of cancellation no- 
tices, the bulk of them on policies cov- 
ering mercantile stocks. The fire loss 
situation in New York City has become 
so bad that the most stringent and 
efficient methods must be devised to 
combat the excessive number of traud- 
ulent fires being constantly reported. 

“Every business has its turn,” is the 
generally accepted theory in fire insur 
ance departments, and the New 
York Board is finding this truth borne 
out so accurately that companies base 
their cancellation notices upon the 
weekly reports. Not since the war 
have the companies instituted such a 
thorough house-cleaning of policy-hold- 
ers, taking the less expensive alterna- 
tive of returning premiums on can 
celled covers rather than paying great- 
er sums. in Just at present 
women’s clothing houses rank first on 
the blacklist. 


loss 


1lOSSeS. 


NEW NATIONAL SPECIAL 

Benjamin F. Cator, San Francisco 
branch office manager for the National 
Surety, has returned to the coast after 
a conference at the home office. Frank 
W. Maher, connected with the general 
agency at Scranton, Pa,, has been ap- 
pointed special agent for the company 
in the Pennsylvania territory. Martin 
Lewis, superintendent of the Fidelity 
department, is taking a vacation in the 
Adirondacks. 


NEW BRANCH OFFICE 

The American Surety Company of 
New York has established a_ branch 
cffice at New Orleans, La., in the Whit- 
ney-Central Bank Building. 

Charles Hoffmann, who has been as- 
sistant manager for a number of years, 
has been appointed manager, and 
E. N. Cobb, who has been special agent 
at that office for several years, has becn 
made assistant manager, 

JOIN NATIONAL BUREAU 

The Phoenix Indemnity of this city 
and the Union Indemnity of New Or- 
leans have joined the National Bureau 
of Casualty and Surety Underwriters 
as of April 12, 1922. The bureau’s pres- 
ent membership now comprises twenty- 
four carriers, 

KATHAN RETURNS TO SYRACUSE 

George L. Kathan, formerly special 
agent of the Travelers and for the past 
year connected with the St. Paul office, 
has resigned to accept the management 
of the liability department of the Gere 
& Stohrer Agency, Syracuse, N. Y. Mr. 

Kathan is a former resident of Syra- 


cuse, where he has a wide acquaintance. 




















WILLIAM A. LAW 


William A. Law, president of the 
First National Bank of Philadelphia, 
who has been elected president of the 
Penn Mutual Life and who will enter 
upon his new duties July 1, is pre sident 
of the Pennsylvania State Bankers’ As- 
sociation and at one time was president 
of the American Bankers’ Association, 
He is a director of the Fire Association, 
the Victory Fire Insurance Company 
and the Reliance Insurance Company. 


a 
Ernest H. Wilkes, fourth viee-prect 
cent of the Metropolitan Lit was edu 
‘ ce see ’ . .) 
cated in th private & ) yf ny 
land, and his tamily intended him to 
he a barrister, but circumstances 1 


iiated his going into busness. Having 
friends in California, he went there, be 
coming an insurance agent and was 
eiven a debit by the Metropolitan. In 
1904 he was made assistant superin 
tendent of the San fran ‘oO district; 
later being advanced to traveling super- 
visor, working out of the main office 
in San Francisco and covering the en- 


field. Eventually h 





tire Pacific Coast 
was placed in charge of th 
district where he remained until August, 
1912. when he was called to the home 
fice in York as 
f agencies for the Middle West states 
In September, 1920, he was appointed 
‘istani ecretary and Pacific Coast 
manager. His elevation to fourth vice- 
president came a few months ago. He 
is regarded as an all around life insur 
ance man of unusual ability. 


| A 
Los Angeles 


New superint 


James L. Case, president of the N 
tional Association of Insurance Agent 
is speaking this week before 
agents in Utica, Syracuse, 
and Bulfalo 


insurance 


Rochestey 
* * * 


Henry L. Rosenfeld, New York re 
insurance man, will sail on the “Olym- 
pic” April 22, 

* * a 

Alexander Logan Wilson, son of Mrs. 
Aimee R. Wilson, of the Pittsbu: 
office of the Provident Life & Trust, 
has just been elected captain of the 
Princeton University wrestling team. 


ry 
Bil 





e oO <s 


Waiter Carter, United States general 
attorney of the Royal, who sailed for 
England with General Manager J. J. 
Atkinson, will not return until the latter 
part of May. 

* * & 

George T. Ashton, of the 
phia agency of the Provident Life & 
Trust, made twenty-five calls in one day 
early in March. 


Philadel- 


(it 


INSURANCE 


ae - a “ — —— 





Walton H, Griffith, who has just been 
jected secretary of the Southern Home, 
s a well known member of the younger 
group of Atlanta insurance underwrit- 
ers, has had considerable experience in 





the southern field, and at present is 
pecial agent for the Norwich Union 
for Georgia and South Carolina. He 
comes from an insurance family, being 
ihe eldest sen of A. HK. Griffith, secre- 
til and veteran underwriter of the 
Southern Mutual of Athens, Ga., and re- 


i h.s first insurance training in 
that office, Shortly after his gradua- 
' from the University of Georgia in 
1 ( red the home oflica of the 





e. He was aftcrwards con- 


dy tI local agency of Lips- 
omb-Patt:Mo in Atlanta, and in 1912 
V appo.nted special agent for the 
London Assurance for several southern 








tates. Mr. Griffith resigned his con- 
nection with the London Assurance 
early in 1917 to enter the United States 
Army, and saw three years service dur- 
ing the world war. He was a captain 
in the heavy field artillery, being over- 
seas with the 319th F. A. of the 82nd 
Division, after the armistice was 
detail d to general staff duties in Wash- 
ington for more than a year. Return- 
ng to Atlanta, early in 1921 he succeed- 
cd A. W, Wilkerson ag special agent for 
the Norwich Union for Georgia and 





and 


South Carolina He will assume his 
new dutic with the Southern Home 


abs ut May 1, and while his many friends 

in the insurance business regret to see 

him leave Atlanta, he is receiving many 

congratulations upon this well earned 
promotion in his chosen field. 

s 

A. J. Altmeyer, 


Madison, Wis., was 
electe 


secretary of the Wisconsin 
state industrial commission last Satur- 
day Mr. Altmeyer, formerly chief 
stat stician of the commission, now suc- 
ceeds EK. E. Witte who was elected to 
head the legislative reference library. 
Orin T. Fried, actuary for the Wis- 
consin Life Insurance company was 
appomted as new chief statistician of 
the commission. Mr. Altmeyer, newly 
appointed secretary of the Industrial 
Commission, vas born at De Pere, Wis., 
in 1890. He graduated from the local 
high school and studied law in the office 
of local attorneys before attending the 
University of Wisconsin. While at the 
University he specialized in labor prob- 
lems under Prof. John R. Commons. 
After graduation Mr. Altmeyer was 
principal of schools at Kenosha return- 
Ing to the University in 1918 to be- 
come research assistant to Dr. Com- 
mons. Tle was subsequently with the 
state tax commission and sinee 1920 
has been chief statistician of the in- 
dustrial commission. 
* © 

Robert M. Buckmaster, of Hartford, 
an agent of the New England Mutual, 
holds the record of that company for 
continuous weekly writing of new busi- 
ness. Not once during the past 428 
weeks has he missed fire; in other 
words, he has produced at least one 
application a week for more than eight 
years. His applications average $1,500. 


Job Hedges Says: 


very opportunity to make money, 
to gain culture. to aecauire knowledge, 
to enjoy luxuries, is a political ques- 
tion hers, for the reason that the mode 
aud method necessary to experience 
things come through laws, the 
result of action at the polls and the 
Wise or unwise use of the ballot. To 
kneel in prayer is about the only activ- 








ity in this country not affected by 
statute law, and the reason for that 
is that it is assumed in the constitu 
tlon. 


From Job E. Hedges’ book, “Common Sense in 
published by Moffat, Yard & Co. 
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Paul L. Haid Gocs With 
Marsh & McLennan 


HEADQUARTERS IN 
Assistant United States Manager of 
Union of Canton and of the 
World Auxiliary 


CHICAGO 





Paul L. Haid, first ) 
the Continental, has resigned and will 
go w.th the Marsh & McLennan organi 
gation on June 1 in Chicago. His title 
will be that of assistant United States 
manager of the Union Insur: ) 
ciety of Canton, Ltd and assistant 
United States manager of the World 
Auxiliary. In a statement this week 


: ; * 7 ‘ . 
vice presiade¢ - 








PAUL L. HAIL: 


Marsh & McLennan said that w 
Mr. Haid will be the co-ordinating head 
and executive supervisor over all of 
the underwriting policies of Marsh & 
McLennan he will also actively co- 
operate in the development of the brok- 
erage and general business of the firm. 
The rise of Paul L. Haid to promi 
nence in the insurance business has 
been almost meteoric. Educated in 
Belmont College, North Carolina, he 
began his insurance career in, the office 
of Justus Mulert, Pittsburgh; then h 
went with Edwards George & Co. there, 
as clerk, then counter mam and special 
agent. Later he joined the Girard of 
Philadelphia for Western Pennsy!vania 
and West Virginia. After field work for 
the Philadelphia Underwriters he joined 


hile 


the special agency staff of the Fidelit 
Phenix for Western Pennsylvania, and 
in March, 1918, was appointed execu 


tive special of the America Fore cor 
panies. In January, 1919, he was 
vanced to assistant secretary 
companies, later becoming 
and assistant to the chairman of tl} 
board. In November he was elected 
first vice-president. For a time he w 
president of the Farmers of lowa H 
is widely regarded as a brilliant young 
underwriter. 


of the 


secretary 


Suburban Exchange 
Drops Two Companies 


REFUSED TO PAY THEIR FINES 


American Equitable and Knickerbocker 
Defense Sees Discrimination and 
Favoritism 
In one of the most interesting meet- 
ings held in some time the Suburban 
Wire Insurance Exchange and the Ameri- 
can Equitable and Knickerbocker In- 
surance Companies and the Exchange 

parted company on Tuesday. 
This was the annual meeting, 

being barely a quorum = (only 

seven) present. 
The American 


there 
thirty- 


jvuitable and Knicker- 


bocker were reported as refusing ex- 
amination of their books and records. 
The chairman of the deviation com 
tt J. Lester Parsons, of the North 
iver, move that they both be ex 
elled from the Suburban for non-pay- 
ent of fin imposed, There was one 
a nti voti ‘veral other com 
nik vere » alleged to have vio 
late the rules and had been heavily 
fined. They were given to May 1, and 
the do not pay the fines they will 


he automatically dropped. 
As Seen by Frien of the Central Firc 
Office 


friendly to the Central 
. The KMastern Underwriter is 
informed that a great 


manv apparent 


in ! were noticeable in the 
action of the Exchange, not only on 
"ue afternoon at the annual meet- 
ing but also over a period of some 
tim The tatement was made that 


the town has been full of violations 


with many fines assessed against vari 
ous companies which have not been 
collected. In fact, some companies 
scem t ii completely ignored the 
fines and defied the Suburban Ex- 
ch iving the impression that these 


fine violations are not taken seriously 


b um, although the Kxchange has 
insisted that the Central Fire Office 
fines be paid. This gives the impres 
Si it na ipt was being made 
to discriminate against the two com 
panies in the Central If Office; other- 
wise why should so much fuss be made 
about them while other companies were 
not put on the carpet? In other words, 
why should the Central Fire Office com 
pan be expelled while other com- 
panies be mer notified that if they 
did not pay their fin they would be 
expelled at some future time—future 


action in one case, but immediate ac- 
tion in the C. F. O. cases. 

{t is also brought out that some of 
the fines were on business which had 


been canceled and these facts were 
bro it to e attention of the Subur 
ban management. 


When R. A. Corroon was seen by a 
representative of The HKastern Under 








| 


THE 


TOKIO 


writer he was not inclined to make any 


statement except to say that the entire 
question had been referred to his coun- 
sel, W. P. Barker. 

Another point made by a friend of 
the Central Fire Office was that it was 
rather unfortunate that drastic action 
of this kind against the two companies 
should be taken at a time when the 
Status of the Suburban and the other 
rating organizations in the state is in 
doubt because of the new rate review 
law signed by Governor Miller, and the 
fact that a series of conferences is 
now on between the companies’ rating 
organizations and the New York In- 
surance Department in order to ascer- 
tain exactly what is to be the future 
of rating organizations in this state. 


SPITE, SAY YOUNG’S FRIENDS 

Friends of Adjuster J. Milton Young, 
Philadelphia, told The Eastern Under- 
writer this week that publicity there 
vrowing out of the sale of some candy 
from the Pancoast fire in Camden was 
the result of spite work. 


SUBSTANDARD ELECTRIC IRONS 

Thomas H. Day, executive secretary 
National Association of Electrical In- 
spectors, reports a somewhat extended 
marketing in New England by uninform 
d dealers of two substandard makes 
of electric pressing iron. No markings 
appear on the irons nor upon the car- 
tons containing them to indicate their 
source of manufacture. The handles of 
both types are of wood, painted yellow. 
On samples of one type appear only the 
figures “220”; on samples of the other 
voltages are indicated and the word 
“Discus” appears. Some of these irons 
were delivered to a New Haven (Conn.) 
firm in German ordnance, metal-lined 
boxes. Samples tested by Mr. Day (pur- 
chased at one dollar each, complete 
with wooden attachment plugs and four 
feet of substandard flexible cord) quick- 
ly broke down. These irons have not 
been encountered by the local inspec- 


PROMOTION FOR MISS INCH 





Made Assistant Secretary of Insurance 
Society of New York; Miss 
Swerig Librarian 





Miss Maude E. Inch has been elected 
assistant secretary of the InSurance 
Society of New York, an elevation that 
will mneet widespread approval on the 
Street as hundreds of 
insurance district 


people in the 


have been shown 


various courtesies by Miss Inch in h 
capaci’y as librarian of the Society. 
Miss Mabel Swerig has been made 
librarian, 
BROKER IS APPOINTED 

President Harding ree ntly sent to 
the Senate for confirmation appoin 
ment of Bert Kahn, brother of Con 


sressman Julius Kahn, to be Appraiser 

of Merchandise at the Port of San 

Francisco, and Dennis E. O’Keefe of 

Redwood City and Jacob Shaen of San 

Francisco to be Agsistant ppra ¥ 
Mr. Shaen 


members 


ai 7 
is one of the veteran 
of the San Francis 


and has been a Republican whe th 

lor many years. 

CHANGES IN STANDARD RIDERS 
Superintendent Francis R. Stoddard. 

Jr., of the New York State Insurane 


Department, states that the new ride 
Should be used in connection with all! 
policies which will attach on or 
July 1, 1922, even though from. ths 
necessities of the case such policic 


will actually be issued prior to July 1, 





CARL STURHAHN TO SAIL 


Carl F. Sturhahn, re-insurance man, 
will sail for England next 


week. 


W..-P. 





Robertson hag resigned fron 
tors in New York City. An importation the L. & L. & G. to become western 
of 15,000 is reported. manager of the Alliance, 

™ § 

: | 

| Y. . 
| 7, 


1841 


fee 


AsuranceO. 


i 
| or NEWHAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 








COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 


VICE to its LOCAL AGENTS 


The sign of the COLUMBIAN NA- 
TIONAL backed by its integrity is the 


Built on its REPUTATION of SER- | 





MARINE AND FIRE INSURANCE 


ie eee ee re ee 
— —— ———a 


UNITED STATES FIRE 


COMPANY, Limited 


sign of good insurance | 
T. A. LAWLER, General Manager 
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J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORK 


BRANCH 
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Springfield 














ONSIDER your Companies by their service to the business of insur- 
ance as a whole, as well as their value to your individual agency. | 


Local Agents’ Chattanooga Convention. 


SN’T the name of the SPRINGFIELD foremost in 


your mind when reading the above? 


Springfield Fire & Marine Insurance Company 


Massachusetts 














Observations At Large 


By CLARENCE T. HUBBARD 


“Opening doors,” says one producer, 
“means opening deals.” By the same 
token he believes in closing deals and 
doors simultaneously. The trick is to 
pick the right doors. 

“See the people! See the people!” 
cries one agent. They may not buy 
as much insurance as they used to but 
now they have more time to talk. And 
some day they are going to buy. See 
the people! 

Some of the insurance companies are 
installing time clocks in their adminis- 
tration buildings. Sort of an Income 
Policy for Father Time we take it. 

Cancellation may be an evil but for- 
gotten expirations is no virtue. 

“Generally speaking,” remarked one 
agent, “I find insurance very hard to 


sell.” Just the trouble, brother. You 
ure Generally speaking. Try a little 
salesmanship. 

Unearned premiums are frequently 
the result of overworked protection. 

One student of Insurance says—“what 
we need is more buying co-operation 
and less selling competition.” I won- 
der if he is knocking? 

“A profit is without honor in his own 
company.” So think the Lockwood 
Committee. 

We is plural but it is singular how 
frequently it is to be found in agency 
correspondence. You is not a bad word. 

“IT hear your sister is sick in bed, 
Willie,” remarked a neighbor who had 
just taken out an Accident Policy. 
“Nothing serious I hope?” “Not spe- 


cially,” answered Willie. “We were 
just playin’ a game to see who could 
lean out the window the furthest, and 
she won.” 

The King was in the Counting 
House—but where, asked the agent 
with his list of 60 day open items—‘“oh 
where was the Jack?” 

Nineteen twenty one rewarded Fight- 
ers but Nineteen Twenty Two is a call 
for Diplomats. 

“He ought to make a good agent,” 
writes one lady. “He can talk people 
into anything.” “What we want,” re- 
plied the manager, “is a man who can 
talk people into something—something 
definite. There is a lot of difference, 
isn’t there?” 

Now they talk to insurance agents 
by phonograph. How refreshing to get 
away from the “esteems”’—‘“instants” 
—‘would says’—etc. But why not do 
this in everyday correspondence? 

Sam the office boy says: “There are 
more terms in an insurance policy than 








Actual market value for all securities 





D. H. Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres, & Treasurer 
A. H. Hassinger, Ass’t Sec’y 
John A. Snyder, Secretary 


MECHANICS 


of Philadelphia 
Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


Capital ...........$ 600,000 


Reserve  Reinsur- 
ance Funds ..... 1,562,257 


Reserve ‘all other 


liabilities ....... 188,956 
Net Surplus ...... 789,027 
PORE scnsiunewene $3,135,240 


Policyholders Surplus, $1,389,027 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


Capital ...... -- -.-$1,250,000 
Reserve’  Reinsur- 
ance Fund ...... 5,021,670 


Reserve all other 
liabilities ....... 1,405,201 


Net Surplus ..... 2,840,571 


BIOL caus bisceor $10,517,442 
Policyholders Surplus, $4,090,571 











H. M, Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 


Organized 1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


| a ree $1,000,000 
Reserve’ Reinsur- 
ance Fund :..... 2,240,933 
Reserve all other 
liabilities ....... 267,721 
Net Surplus ..... 851,855 
J ere $4,360,509 


Policyholders Surplus, $1,851,855 














Loyal to friends and loyal agents 














in a prison.” He is right—and just 
about as hard to break. 

“How do you make such a success?” 
they asked one producer. “I’m a multi- 
pull line agent,’ he replied. And we 
guess he is right. 

A real estate and insurance agency 
believing in brevity, advertised: 

We own the earth. 
We insure everything thereon. 
We loan on both. 

Someone suggested letting the adver- 
tising department get out a policy of 
attraction in set-up and design. Why 
not? This is the age of wonders and 
like attracts like. 

“Yes—we are getting quite attached 
to Mississippi,’ remarked one Fire In- 
surance official. And he didn’t wink, 
either. 

Speaking of Double Indemnity. One 
policyholder took out a coverage with 
a mutual company and then another in 
Lloyds protecting against any possible 
assessment being levied. Can you 
beat it? 


RESIGNS FROM NORTH BRITISH 





Edward H. Freaker, Assistant Foreign 
Manager, Leaves After Forty-five 
Years of Service 





At the close of February E. H. 
Freaker relinquished his position of 
assistant foreign manager of the North 
British and Mercantile Insurance, a 
post which he has held with distinction 
for the last eleven years. 

Mr. Freaker’s service with the com- 
pany has extended over an unbroken 
period of forty five years, and has been 
recognized by promotion culminating in 
the important position he now vacates. 

“Mr. Freaker’s personal qualities 
have gained him affection and respect 
from those with whom he has been 
brought into contact, not only in his 
own Office, but throughout the insurance 
world, and he leaves with the warmest 
wishes of his many insurance friends 
that he may enjoy many more years of 
health and happiness,” says a British 
paper. 

“In recognition of his never-failing 
energies in the company’s interests, the 
directors, at t meeting on, the 1st inst. 
passed a special minute recording their 
warm appreciation. A complimentary 
dinner in his honor was given by Sir 
Arthur Worley, C.B.E., the general man- 
ager of the company, at the Constitu- 
tional club, which enabled the officials 
of the parent and allied companies to 
say good-bye to their colleague and 
friend.” 





U & O PREMIUMS 
In 1921 the Insurance Company of 
North America had premiums of $86,676 
in use and occupancy, and losses of 


$32,365. 





DROP TWO COMPANIES 
Gaubert & Irwin, Inc., Brooklyn 


agents, have resigned the Brooklyt 
western district agency of the Michi 
gan Fire & Marine and the Brookly 
agency of the New Zealand. 








22 























. & 
n of 
North 
e, & 
ction 


com- 
roken 
been 
ng in 
cates. 
ities 
spect 
been 
n his 
rance 
rmest 
‘jends 
ars of 
ritish 


‘ailing 
ts, the 
_ inst. 
, their 
ontary 
py Sir 
| man- 
nstitu- 
fficials 
ies to 
e and 


inv of 
336,676 
ses of 


ooklyn 
ooklyn 

Michi- 
ooklyn 





April 21, 1922 


THE EASTERN UNDERWRITER 


15 





How Sidelines Show 
In Harrison Law Table 


FOUR LINES VERY EXPENSIVE 


They Were Ocean Marine, Rain and 
Flood, Aircraft and Earthquake; 
Shows Inland Marine Classifi- 
cation 





Harrison Law’s Insurance Statistical 
Table is always an interesting docu- 
ment, while his 1922 table, just issued, 
is the most complete of any that has 
come from him. It is especially inter- 
esting in the specific classes, as it is 
now possible to cover these more in 
detail because of finer classification 
shadings which are available to statis- 
ticians of the business. 

His figures show that for ocean ma- 
rine American companies last year had 
net premiums of $31,911,565, while the 
losses just topped that with $32,335,831, 
or 101.8% loss ratio. The loss ratio of 
the foreign companies reached 111.4%, 
the net premiums being $10,796,601; 
losses, $12,026,042. As for the reinsur- 
ance companies he figures their ocean 
marine loss record at 200.9%. 

When it comes to inland marine the 
loss ratio of the American companies 
dropped to 60.5%, the net premiums be- 
ing $15,024,398, the losses $9,090,805. 
The foreign companies had an 89.1% 
loss ratio, with $4,791,758 premiums and 
$4,270,932 losses. 

In automobile the American compan- 
ies had net premiums of $56,928,248, 
with losses of $43,604,183, or 76.6%, 
while the foreign companies had net 
premiums of $16,108,582, with losses of 
$12,825,136, or 79.6%. The American re- 
insurance companies had a 97.8% auto- 
mobile loss record, and the foreign rein- 
surance companies 94.8%. 

In hail insurance the American com- 
panies had net premiums of $11,043,381, 
with losses of $7,764,572, or 70.3% loss 
record, The foreign companies had net 
premiums of $179,131, with losses of 
$107,621, or 60%. 

For riot and civil commotion the 
American companies had $1,679,438 in 
net premiums and $138,138 in losses, or 
8.2%; foreign companies, $246,485; 
losses, $34,380, or 13.9%. 

In sprinkler leakage the American 
companies had net premiums of $943,- 
567; losses of $323,601. Foreign com- 
panies, net premiums of $206,621; losses, 
$79,284, or 38.3%. 

Tornado net premiums of American 
companies were $14,847,527; losses, 
$5,009,731, or 33.7%. Foreign companies 
had net premiums of $1,843,279; losses 
of $745,380. 

Rain and flood American net pre- 
miums were $737,573; losses, $1,606,578, 
or 217.7%. For foreign companies net 
premiums were $253,769; losses, $316,- 
421, or 124.7%. 

Aircraft net premiums of American 
companies were $30,480; losses, $77,523, 
or 255.1%. For foreign companies net 
premiums were $4,602, and losses $2,157, 
or 46.8%. 

Earthquake American net premiums 
were $25,174; losses, $92,842, or 368.8%. 
Foreign net premiums were $8,253. 

Registered mail net premiums were 
$70,303; losses, $54,592, or 77.6%. 





UPHOLDS ARSON CONVICTION 

The Supreme Court of New Jersey 
last week upheld the conviction of Peter 
Duelks and Catherine Duelks, his wife, 
of Summit, N. J., on the charge of arson. 
Duelks was sentenced to from three to 
fifteen years and his wife four months 
in the county jail. It is alleged that 
Insurance amounting to $3,000 was car- 
ried on property the court estimates 
was worth no more than $400. 





GET SERVICE BUTTONS 


Two brothers who have served the 

ome Insurance Company for a quarter 
of a century, C. T. L. McConnell and 
R. T. McConnell, were awarded twenty- 
five year service buttons by the com- 
pany this week. 
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ORGANIZED 
1853 


CASH CAPITAL 
$12,000,000 








THE SECURITY OF 
STRENGTH 


Strength in a fire insurance company, 
represented by substantial capital, surplus 
and assets, provides the policy-holder with 
a feeling of safety and security that is due 
him as a part of the insurance contract. 


A policy in The Home of New York gives 
the property-owner not only that feeling of 
security, but actual assurance that he has 
the protection of America’s Largest and 
Strongest Fire Insurance Company. 

















THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


NEW YORK OFFICE: 56 CEDAR STREET 








Aircraft, Automobile (Complete Cover in Combination 
Policy), Earthquake, Explosion, Fire and Lightning, Flood, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits and 
Commissions, Rain, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm. 





STRENGTH REPUTATION 


SERVICE 

















C.S. S. Miller Dinner 
Entertaining Event 


POPULARITY IN EVIDENCE 





Once Was Private Secretary to George 
Harvey, Now Ambassador to 
Britain ' 





Chauncey S. S. Miller, advertising 
manager of the North British & Mer- 
cantile and one of the most picturesque 
and talented men in the business, was 
the central figure last night in one of 
the most unique testimonials that has 
ever been given to any man in the in- 
surance business. It was a dinner at- 
tended by about one hundred people to 
show their appreciation of the good 

















CHAUNCEY S. 8. MILLER 


fellowship spirit which has always 
characterized Mr. Miller in his rela- 
tions with his fellow men. There were 
a number of entertaining and novel 
stunts at the dinner which was ar- 
ranged by a committee, the chairman 
of which was Bayard P. Holmes. 

One interesting feature of the affair 
was the insurance complexion of the 
guests, who included insurance men 
of all ranks and classes, and insurance 
newspaper men. 

His Newspaper Experience 

Mr. Miller started out in life as the 
private secretary of Julius Chambers, 
a famous newspaper man, who at the 
time was managing editor of the “New 
York World,” ahd he served as private 
secretary to four succeeding managing 
editors, including George Harvey, now 
ambassador to the Court of St. James. 
By that time he had lived so long in 
the rarified newspaper atmosphere that 
he became an editor of a paper which 
has the largest circulation in the city 
of New York. From there he went to 
the “New York Herald” where during a 
five years’ service he handled at vari- 
ous times Wall Street and political 
news as well as being Sunday editor. 
While with the “Herald” he had charge 
of the issuance of the first woman’s 
supplement ever gotten out by a news- 
paper, an eight page affair which made 
such a hit that it was generally copied. 
He also carried out under Mr. Bennett’s 
order the details of the first colored 
supplement and that also became a gen- 
eral feature of successful newspapers. 

During his newspaper career he came 
in touch with Andrew Freedman, a 
millionaire who in addition to being 
an influence in politics and a baseball 
magnate, was also president of the 
Casualty Company of America. Freed- 
man offered Mr. Miller the position of 
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secretary and treasurer of this insur 


ance company, in which he begame a 
stockholder also. When the Freedman 
taction sold out, Mr. Miller resignea, 


aisposed of his stock holdings and went 


to the Continental Casualty Company 
where he remained for three years. He 
desired to return to New York and 


tied up with the United States Casualty 
Company, becoming superintendent of 
agents of the accident department. 
Sometime later he was made secretary 
cf the National Association of Insur- 
ance Agents, in which position he 
toured the country addressing agents’ 
organizations in many states and being 
very successful in putting on new 


members. In two years he traveled 


60,000 miles for the organization, the 
membership in that time increasing 
trom 3,300 to 8,500. 


Clever Advertising Manager 

Mr. Miller is now the advertising 
manager of the North British & Mer- 
cavtile Insurance Company and_ the 
three American companies which are 
associated with it, and he has success 
fully linked the selling idea to fire 
insurance especially in connection with 
the lines. His work is generally 
reccgnized by agents as having a dis 
tinct premium production effect. Mr. 
Miller has seen the value of co-operat 
ing with commercial artists of the firs 
rank so that the literature of the com 
pany not only tells a good _ pictorial 
story, but it is extremely easy to read. 

The committee which had the dinner 


side 


in charge consisted of the following 
men: 

sSuyard PV. Holmes, chairman; John Baptiste, 
Hon. James V. Barry, Robert W. Bonynge, 
William S. Crawford, John J. Fleming, Louis 


treasurer; K 


Guenther, William J. Graham, j 
Holland, John 


A. Mansfield Hobbs, Charles H 


J. King, Wilfred W. Mack, Nicholas W. Mul 
ler, Henry C. Piercy, Fred W. Potter, Nelson 
DPD. Sterling, T. B. M. Terhune, W. M. ‘Tom 


lins, Jvr., John S. Turn, Lee J. Wolfe i 
The Guests 


sent acceptances to the 
Cross, Alfred and Rich 
Dennehy, T. B. Donaldson, 
Dunne, Bennett Ellison, M. A. 
Everitt, O. A. ae: |F 
Fuchs, H. P. Gallaher, J. R. 
Giffin, W. H. \ 
Graham, J. A. 
Hadley, A. G, 


Among those who 
Milicr dinner are E. H 
ard Vawson, C, J. 
J. J). worn, J. E. 
tisberg, C. E 
Fleming, mR. ms 
Garrett, Clarence 
Grahame, W. 


i, Griffin, 
Guenther, W. L. 


Hall, W. Hunt 


Hall, Dr. G. M. Hammond, and 

A. E. Harrell, A. J. Hodson, J. J. Hoey, 
C, H,. Holland, B. P. Holmes, W. R. Hough, 
C. Clark Howard, Charles Hughes, H. W. Ives, 


Carl tk. Johnson, Arthur D. Kelly, John J. King, 
Limer bk. Lang, Joseph Levenson, D. B. Luckey; 
also 

A. M. Murray, J. 
J. Van Olcott, J. E. 
George /, Pesinger, Henry C. Piercy, J. (¢ 
Piver, W. C. Potter, George H. Reaney, L. A. 
and W. W. Mack, N. J. March, J. J. McIntyre, 
William H. Miller, James A. Minor, Harry E. 


Moon; and 
N. R. Moray, Morse, N. W. 


A. Murray, A. G. 
Packer, George H. 


Oakley, 
Payne, 


Perley Miller, 


S. W. Munsell, T. B. M. Terhune, A. R. Thom 
asson, W. M. Thompson, T. P. Trevett, John 
S. Turn, W. E. Underwood, M. W. Van Auken, 
J. A. Van Sicklen, F. J. Walters, Franklin 


and S. H. 
Young 


Webster, Lee 
man and C, W. 


Wolfe, Henry Woll 


INSTITUTE EXAMINATIONS 


Will be Held on May 8 for Both 
Fire and Casualty 
Branches 
The Insurance Institute of America 


announces its schedule of examinations 
for May 8. Examination subjects in 
the fire branch follow: 


Fire Branch 


May 8TH 
Junior Course—Subject: Principles 
tory of Fire Insurance. 
Intermediate Course. 
Rating—History and Elementary Principles. 
Senior Course—Subject: Fire Insurance Rat 
ing—Principles and Practices. 
Turspay, May 971 
Junior Course—Subject: Fire 
tract—-The Policy. 
Intermediate Course 
Contract —Policy 
Senior Course 
ments, 


Monpay, 
and His- 


Subject: Fire Insurance 


Insurance Con 
i Subject: Fire Insurance 
Clauses and Forms. 
Subject: Fire Loss Settle 
pay, May 
Subject: 


Tuurspay, 
Course 


litu 


Junior Building 


Construe 
ediate C 
Plans. 
Senior Course 


ourse—Subject: Drafting—Fire 


Agency Law, 


Fripay, May 12ru 
Junior Course—Subject: Fire Prevention 
Fire Protection—Elementary Principles, 
Intermediate Course—Subject: Fire Protection 
Public and Private. 
Senior Course—Subject: 


and 


Fire Protection 


Automatic Sprinklers and Supervisory Service. 


Monpay, May 15TH 
Junior Course—Subject: Common Fire Haz 
ard 
Intcrmediate Course—Subject: Electrical Fire 
Hazard 
Senior Course—Subject: Chemical Fire Haz 
ards 
Turspay, May 167TH 
Junior Course—Subject: The Woodworking 
Industries. 
Intermediate Course—Subject: The Metal In- 
dustries. 
Sentoe Course—-Subject: Textiles and Textile 
Industrie 
When the local society in charge has selected 


the Elective 
instruction 


Special 
thereon, no 


Hazards and has provided 
others should be sub 


mitted for examination. 
Fripay, May 1971 

Junior Course —Subject: Correspondence, Ele 
mentary 

Intermediate Course—Subject: Correspond 
ence, Advanced 

enior Course-——Subject: Statutory Require- 
ment State Supervision. 


Examination subjects in the casualty 
branch follow: 


Casualty Branch 


Monpay, May 8TH 


Junior Course—Subject: Public Liability In 
surance—-Legal Principles. 
: _ Turspay, May 9TH 
Junior Course—Subject: Automobile—Forms 


of Coverage and Rating Principles. 
Tuurspay, May 11TH 
_ Junior Course—Subject: Law of Master and 
Servant and Common Law Principles. 
: _ Fripay, May 12TH | 
Junior Course—Subject: Principles of Em- 
ployers’ Liability and Workmen’s Compensation 


Acts. 
DAY, May 
Subject: 


ISTH 
Accident and Health 


; _ Turspay, May 
Junior Course-—-Subject: Burglary and Theft. 


May 19TH 
Subject: Correspondence. 


Monpay, 

Junior Course 
Insurance, 

16TH 


FRIDAY, 


Junior Course 








SCRAP A BASEBALL FORM 
One of the new rain storm forms re- 
cently adopted by the rain insurance 
conference has been scrapped as a loss 


at San Antonio, Texas, showed that it 
gave the assured a better break on the 
rate than it should. There the rainfall 
was not heavy but the attendance at 
the game was light. The game was 
called off. 





STOCK PURCHASE PLANS 

A plan allowing its employes to pur- 
chase from one to ten shares of its 
stock at current market prices has been 
announced by the Hartford Fire. Em.- 
ployes may pay $15 per share each 
month, unpaid balances to be charged 
5% a year and prepayments to draw 
6% until October 1, after which they 
will be credited with dividends approxi- 
mating 20% per year. Acceptance of 
the opportunity is entirely optional but 
no subscription will be accepted after 
April 12. 
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‘Another company? Ye gods, 


Mass 


Id 







, 


frien 
the Fiseman’s Fund? 





/ 


iyany cases. And there are 
iian’s Fund isn’t well repre- 
tyever heard of the Fireman’s 
so seldom does it occur. 


jown where your friend is located. 
So why fot commit an act of unadulterated 
ip toward that friend of yours and 


The shore you encourage those companies 
that fo-operate with you, the more strongly 
you will fortify your own position. 

vp know where the Fireman’s Fund stands. 














Name 


PLEASE CLIP OfF AND MAIL TO THE NEAREST OF 
THE FOLLOWING OFFICES OF THE 


FIREMAN’S FUND INSURANCE COMPANY 


San Francisco, 401 CaliforniaS:. ATLanta, Hurt Bidg. 
Boston, 70 Kilby St. 
Cnicaco, 76 West Monroe St, 


Dattas,Texs.s, American Exchange Bldg. 
Des Moings, Iowa, Central Life Bldg. 


I SUGGEST YOU HAVE A SPECIAL AGENT GET IN TOUCH WITH 





Address 
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Sees East in Control 
Of the Commissioners 


AN ATTACK BY RECIPROCALS 
Don’t Like New England Choice of 
Convention; Hint at New Com- 
missioners’ Organization 
An announcement that the National 
Cenvention of Insurance Commissioners 
had decided to hold a meeting in New 
England has been followed by a criti- 
cism of the convention for this decision 
in the newspaper of the reciprocals and 
exchanges, the “National Insurance 
Journal.” It says the commissioners 

are dominated by Eastern influence. 
The article seems to completely over- 
look the fact that it was onlv a short 
time ago that the commissioners held 
a meeting on the Coast which took 
about three weeks to attend, as a spe- 
cial trip was made including points of 
interest to tourists. The last conven- 
tion was in Louisville, which is some 
distance from New England, but no com- 


plaint has been heard from Messrs. 
Mansfield, Hobbs, Brown and_ other 
New England commissioners. 


“Eastern Domination” 
In its article the “National Insurance 
Journal” says in part: 

“The East dominates in all 
The money is in the East 
what controls. * * * 

“At no time since the organization of 
the convention has the East let the 
control of the convention get beyond 
its grasp. Once in a while a middle- 
westerner is permitted to become presi- 
dent of the organization but the rea) 
power, which is in the executive com- 
mittee, always consists of a majority of 
eastern representatives. Further proof 
of this statement is brought out by the 
fact that the convention this year has 
been placed in an almost inaccessible 
place, being fixed at Breton Woods, 
N. H. Of course, all eastern and cen- 
tral states will be represented but 
states west of the Rocky Mountains 
will in all probability have no repre- 
sentatives. Insurance representatives, 
west of the Rocky Mountains, would 
necessarily take about ten days’ time 
to make the trip and ten days to re- 
turn, Even in the Central United States 


things. 
and that is 


it will take one week to go and one 
week to return. The attendance of com- 
missioners in the last few years at 
the conventions held have not been 
very heavy and were it not for the 
insurance company interests and their 
representatives who also send a large 


number to attend these conventions, it 
would not be much of a gathering. The 
insurance interests of various kinds are 
usually represented upon the theory 
that some attack of some kind will be 
started against the. particular kind of 
company they represent. 

“Of course, the big companies that 
control the large volume of business in 
various lines are located in the East 
and they naturally are interested in 
their own protection, but as far as real 
good is considered, an organization of 
insurance commissioners composing the 
states lying between the Rocky Moun- 
tains and the Allegheny Mountains 
would accomplish a great deal of good 
if such an organization would be found- 
ed along the line of doing good for a 
class of people similarly situated in all 
the states and close contact would be 
brought with all the companies doing 
business in this territory. Such an or- 
ganization is not unlikely in the future.” 

The meeting of the commissioners 
referred to above has been transferred 
from Breton Woods to Boston. 





BUY CANISTEO OFFICE 

The Insurance & Realty office art 
Canisteo, N. Y., which was purchased 
by Fred Schnurle & Son, has been 
opened in the rooms formerly occupied 
by Burrell & Hargraves. The office 
was formerly known as the Arisman 
Insurance & Realty Agency. 











Call on the 
Federal 


at Hartford 


OU will be told about the special propo- 

sition Open to producers who wish to 

do a fire insurance business the Federal way. 

Your client’s interests are paramount; your 

own interests are best served by making 

sure of your company. That is why it will 
pay you to consider the Federal. 


What is the Federal way ? 


It is the placing behind a new agency the 


strength, the assets, and the trained men of 


an organization already developed to a high 
degree. It is a proposition to let you in on 


the ground floor, that you may grow as the 
business grows and share in the results of 
that growth. Better make an appointment 
for that call at an 
do not wait. 


‘arly date. Good openings 


Whatever your fire insurance problem 
may be, bring it to the 


Federal 


Insurance Company 
of New Jersey 


The Hartford General Agency Co., Inc. 


General Managers 


690 Asylum Avenue; Hartford, Connecticut 
Phone: Charter 1690 


If you are unable to call—write, telegraph, or tele- 


phone. We are waiting to hear from you at Hartford. 











Reach Agreement To 
Check “Non-Takens” 


RENEWALS BY 


Brokers and Companies’ Committee 
Reach Important Understandings; 
Text of Statement 


CERTIFICATE 





Standing committees of the Fire, 
Marine & Liability Brokers’ Associa- 
tion and the Casualty Insurance Ex- 


change of New York came to an agree- 
ment this week in reference to non- 
taken and spoiled policies. They recom- 
mended that all policies, where prac- 
tical, be renewed by the issuance of re- 
newal certificates and that lists of ex- 
piring policies shall be furnished to the 
brokers between the 15th and 30th of 
the second month preceding the month 
in which the policies expire. 

The Brokers’ Association has 187 
members who claim to write between 
75 and 80% of the casualty business of 
New York City. The Casualty Insur- 
ance Exchange has twenty-one mem- 
bers and John H. Grady was on the 
committee representing the companies 
not members of the Exchange. 

The brokers were represented by R. 
Henry Depew, president Abm. S. 
See & Depew; Robert I. Watson, of 
Frank & Dubois; L. A. Wallace, of 


Johnson & Higgins; John Scannell, of 
Wilcox, Peck, Brown & Crosby. 

The companies’ committee: Paul 
Rutherford, Hartford Accident & In- 


demnity; J. §. 
ance Co.; 
g. Cos 
dent. 
The resolution 
panied by 


Turn, 
George G. 
John H. 


Aetna Life Insur- 
Wetzel, U.S. F. & 
Grady, General Acci- 


was made 
this announcement: 


accom- 


This resolution is the result of earnest effort 
on the part of a joint committee from the Fire, 
Marine and Liability Brokers’ Association and 
the Casualty Insurance Exchange of New York 
City to reduce the great waste in “not taken,” 
cancelled and “spoiled” policies. 

Heretofore, casualty renewal 
been automatically issued and sent to the 
broker. This practice has been largely re- 
sponsible for 25% of all policies being rewritten 
or “not taken.” The cost of writing a casualty 
policy averages $3.50 per policy, and your client 
must pay in the end for all these spoiled con- 
-tracts. If you can help us prevent this waste 
you will keep down costs and save time and 
money for your client, as well as_ yourselves, 
by eliminating the heavy expense of examining 
and correcting new policies each year. 

lhe report recommends that the 
companies furnish a duplicate list of expiring 
policies to the broker to enable him to verify 
his record, asking him to promptly indicate on 
the list which policies he wishes the company 
to renew, as well as any necessary changes. 
You are not asked to kold the list until you 
have positive assurance of acceptance from your 
client, but to notify the company of those 
which you wish renewed or changed and those 
you do not desire renewed. Upon receipt of 
returned list the company will, when and where 
practical, forward renewal certificates. to you 
instead of policies 

Prompt return of ‘the list to the company will 
insure earlier delivery of your renewals. We 
ask your co-operation. 


policies have 


casualty 


APPEAR IN MINSTREL SHOW 

J. L. Moutner, of the J. L. Moutner 
insurance agency at Rutherford, N. J., 
and his associate, Arthur J. Hess, took 
active parts in a minstrel show which 
was part of the dedicatory service for 
the new Rivoli theatre which was for- 
mally opened by the Elks fraternity 
of the city on April 17 and 18, 

Mr. Moutner was formerly the metro- 
politan district manager for the Gen- 
eral Accident and previous to that was 
connected with the American Fidelity. 
Mr. Hess, who acted as end man in 
the minstrel, was formerly an under- 
writer for the General Accident. 





PROTECTIVE CONVENTION 
The twenty-sixth annual meeting of 
the National Fire Protective Associa- 
tion will be held at Atlantic City May 
9, 10 and 11, and members are busily 
preparing for the event. The conven- 
tion headquarters will be at the Hotel 
Chalfonte-Haddon Hall, where special 
rates have been arranged for. The offi- 
cial program will be mailed to all mem- 

bers ten days before the meeting. 
The Firemen’s of Newark has with- 
drawn from the Philadelphia agency of 

Ulsamer-Asnip-Harphan Company. 
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Why Merchants Oppose 
Lloyd’s 1% Tax Bill 


FULL TEXT OF THEIR REPORT 








Say Measure is Not Regulatory in 
Proper Sense, as it Will Interfere 
With Protection 





The Eastern Underwriter last week 
told of the objections of the Merchants’ 
Association of New York to the Judson 
bill imposing a tax of 1% on non-au- 
thorized foreign insurance carriers. The 
full text of the report (made by the 
Merchants’ Association’s Committee of 
Fire Prevention and Insurance, Alfred 
Kk. Marling, chairman), is given here- 
with. Governor Miller this week vetoed 
the Judson Bill: 

“The Judson Assembly Bill, Print 
1470 ‘to amend the tax law, in relation 
to imposing a tax upon those holding 
agreements of indemnity issued by un- 
derwriters not authorized to transact 
business in the State of New York,’ 
has been passed by both branches of 
the Legislature and is now pending be- 
fore the Governor. 

“This bill imposes a tax of 1 per cent 
of the amount of any agreement or 
indemnity made by any underwriters 
not resident within the United States 
and not authorized to transact business 
within this state in favor of any resi- 
dent or upon any property or risk lo- 
cated within this state, which tax is to 
be paid by the insured. 

Must Renor*t to the State 

“It is made the duty of the individual 
corporation, etec., taking out such poli- 
cies of insurance, within thirty days to 
report the facts to the State Tax De- 
partment and to pay the tax. A penalty 
of 100 per cent of the amount due is 
imposed for failure so to report and 
pay, and in addition recovery on a policy 
is barred. 

“This bill ig directed at foreign in- 
surance associations, particularly the 
London Lloyds, which maintain no of- 
fices in this state, have not subjected 
themselves to the state’s insurance 
laws, but nevertheless transact insur- 
ance business of large extent with the 
citizens of this state. Such associations 
under existing law contribute nothing 
to the state’s tax revenues. 

“It is contended by the proponents of 
the measure that this condition of non- 
taxation creates a material discrimina- 
tion in favor of such foreign companies 
to the serious detriment of the com- 
panies which have submitted themselves 
to the laws of this state and that such 
discriminations should be removed by 
imposing equivalent taxation upon in- 
surance effected through such foreign 
companies. 

Would be Prohibitory 

“While we are of the opinion that 
policies with non-authorized foreign 
companies should justly be taxed to 
such an extent as to remove the pres- 
ent disparity, we point out that in the 


case of the bill under consideration the 
tax is based upon the amount of the 
policy, while in the case of all other 
insurance taxation the tax is based upon 
the amount of the premium go that the 
rate to be imposed upon non-authorized 
insurance is excessively greater than 
that borne by authorized insurance com- 
panies and therefore that the effect of 
the proposed tax would be prohibitory. 

“We have studied this measure with 
the greatest care and have received and 
considered a large number of communt- 
cations both from the proponents and 
the opponents of the tax and in addi- 
tion have held a hearing at which a 
considerable number of interested per- 
sons expressed their views and ex- 
plained the effect of the proposed 
measure. 

Jewelry and Banking Interests Oppose 

“A large number of representatives 
of the jewelry trade appeared before ua 
and also a number of representatives 
of the banking interests, both of which 
business classes strongly oppose this 
bill. 

“It was alleged by both jewelry and 
banking interests that they could not 
obtain from the companies authorized 
to do business in this state insurance 
in the form and providing indemnity 
of the kind required by their business 
conditions, and moreover, that the forms 
of policies issued by authorized com- 
panies were so complex and surrounded 
by so many conditions as to make them 
undesirable and oppressive, and further 
to entail a very substantial additional 
expense by reason of their form. 

“It is therefore practically a business 
necessity for these business classes to 
avail themselves of the simpler, more 
comprehensive, more satisfactory and 
less costly form of policy which they 
are able to obtain through the unau- 
thorized companies upon whose policies 
it is now proposed to place a prohibi- 
tory tax. 

Lacks Official Approval 

“We have also learned from the state 
Superintendent of Insurance that the 
pending measure is not approved either 
by his Department or by the Tax Com- 
mission. The State Superintendent of 
Insurance recognizes the inequity of 
permitting as at present unauthorized 
agreements of insurance to escape all 
taxation in this state and he has stated 
as his purpose the preparation of a plan 
which would exact from such foreign 
insurance due contribution to the reve- 
nues of this state equitably propor- 
tioned to the amount of the premiums 
paid. 

“This measure, while ostensibly a tax 
measure is in reality a measure intend- 
ed for the regulation of insurance com- 
panies and as such it should have had 
the consideration of the insurance com- 
mittees of the Legislature instead of 
the Committee on Taxation which is not 
fully informed as to the complex tech- 
nical conditions relating to insurance 
regulation. 

Would Curtail Insurance 

“While we agree that equity requires 
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National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 
LIABILITIES 

Capital Stock, all cash........ wale oa sake ane casi aes mame ineenas $2,000,000.00 

Funds reserved to meet al] Liabilities, Re-insurance Reserve, 
RE RIA RANE Pepe een ee 15,754,759.88 
| Unsettled Losses and Other Claims...............sesseesess «..  3,251,740.70 
| Net Surplus over Capital and Liabilities................see+ees 6,104,998.40 


| Total Assets January 1, 1921.................$27,111,498.98 


Maxwell, Secretary 
! F. D. Layton, Vice-President C. B. Roulet, Ase’t Secretary F, B. 
G. F. Cowee, Asst. Secretary 


SURPLUS TO POLICYHOLDERS............$8,604,998.40 


R. M, Anderson, Asst. Sec’y 
Seymour, Treasurer 

















that non-authorized foreign insurance 
policies should be subjected to just tax- 
ation in this state and that present 
discriminatory condition due to dispar- 
ity in taxation and harmful to author- 
ized companies should be removed, we 
do not believe the present Measure a 
suitable one. It is not regulatory in 
the proper sense but is prohibitory, and 
its effect, if it becomes law, will be 
to deprive a large part of the business 
community of their opportunity and 
their right to effect insurance of the 
kind necessary to them under econom- 
ical conditions. 

“We recommend therefore that The 
Association oppose this bill pending a 
further and more adequate study by the 
State Insurance Department of a suit- 
able plan both for the protection of the 
state’s revenues and for the proper 
protection of authorized companies 
against the present discriminatory con- 
ditions.” 


RELIABLE MOTOR INDEMNITY 





Merged With Economy Auto Insurance 
Association; Managed by 
Same Officers 

The Eastern Underwriter has asked 
the Kconomy Auto Insurance Associa- 
tion, of Freenort, Ill., what is the pres- 
ent state of the Reliable Motor In- 
dcmnity Association, and has received 
the following reply: 


“We wish to inform you that the 
Reliable Motor Indemnity Association 
was organized in October, 1919, and 


was a very successful association. On 
January 2, 1922, the officers deemed it 
advisable to merge the two associations 
as the Economy Auto Insurance Asso- 
ciation and the Reliable Motor Indem- 
nity Association were being operated 
and managed by the same _ officers. 
Previous to January 2 the Reliable had 
been writing collision, liability and 
property damage and the Economy, fire, 
theft, and windstorm. 

“The Economy assumed all the assets 
and liabilities of the Reliable and is 
now operating under the name of the 
Kconomy Auto Insurance Association. 
The Economy is one of the oldest re- 
ciprocals in the state of Mlinois and 
has had seven years of successful un- 
derwriting.” 


KELLAM’S GREETING 





interesting Letter to Agents of Royal’s 
Eastern Department by 
New Manager 





F. B. Kellam, the new manager of 
the Royal, has sent this letter of greet- 
ing to agents: 

Following the general manager’s an- 
nouncement of my appointment as de- 
partmental manager, I should like to 
say just a word of personal greeting. 


To most of you for some time to 
come, I shall be little more than a 
name. It is my wish, however, to visit 
the entire field and to meet all our 
agents as soon as the opportunity pre- 
sents itself, but in the meantime I 
assure such of you as have occasion to 
visit New York of a hearty welcome 
at 84 William street. 

I am not unmindful of the high posi- 
tion the “Royal” has attained in the 
agency field during 70 years of opera- 
tion through its New York department. 
My attention, as well as that of my 
associates in the management of the 
company, Mr. Mackintosh and Mr. 
Pitcher, as well as Mr. Keeley, agency 
superintendent, and our special agents 
who are so closely in active contact 
with you, will be energetically directed 
to the maintenance and the further de- 
velopment of that position. 


In these days of strong competitive 
effort, the property owner expects 
something more from the insurance 
company whose contract he holds than 
the mere ability to carry out the terms 
of that contract. He looks for not only 
ability but willingness to carry out 
those terms in a prompt and liberal 
way. The “Royal” possesses both the 
ability and the willingness. ° 


Again, the agent in return for the 
business he places with the company 
expects something more than is afford- 
ed by the bare terms of his pecuniary 
emolument. He expects a ready under- 
standing of his needs, and prompt and 
helpful advice and assistance in deal- 
ing with his ever increasing problems. 
We believe the “Royal” has the ability 
to meet your needs along these lines— 
that it has the willingness and the de- 
sire to do so you have our most hearty 
assurances. 
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National Liberty Sideliners 


Explosion 
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The National Liberty in the current 
issue of its “Natlib Insurance News” 
prints some picturesque and forcefu 


thumb nail sketches to illustrate to 
agents sideline possibilities. 

Agents of the company in many sec- 
tions have been successful with side- 


Buyers’ Transit 


































































































jiners, frequently keeping up their pre- 
mium income in the falling insurance 
market by writing lines of insurance 
which they formerly handled in luke- 
warm fashion. That agents are push- 
ing sidelines more vigorously than 
formerly is the report of most under- 
writers. 


May Use Machine Guns 
In Jersey Dry Raids 


BURNS 





MOB SEIZED LIQUOR 





Set Fire to Truck and Contents, Which 
is Destroyed Near Mayor’s 
Home 





Machine guns may be sent to protect 
liquor seized by prohibition enforce- 
ment agents in Jersey City, owing to 
the burning of a truck load of Scotch 
whiskey and stout by a mob on last 
Saturday night. Chief Enforcement 
Agent Cone says that he will use pro- 
tective measures of the most “strin- 
sent character,” and that at the next 
raid his men will be heavily armed, 
cwing to the fact that the Jersey City 
police afforded him no assistance. 

The liquor, which consisted of five 
cases of Scotch whiskey and 175 cases 
of stout, valued altogether at more than 
$2,000, was seized in a saloon at 185 
Pavonia avenue, owned according to the 
police by Eugene Sullivan, a Jersey City 
politician. The Federal prohibition 
agents loaded the liquor on a motor 
truck, amid the jeers of a mob that in- 
creased until it numbered probably 5,000 
persons. The mob finally attacked the 
dry agents, drove them away and set 
fire to the truck and its load of “hootch” 
and burned them to the ground. 

The fight occurred only a few blocks 
from the home of Mayor Hague, and 
the dry agents were led by Robert Syd- 
ney, who intended to take the liquor 
to Newark. News of the raid spread 
rapidly through the neighborhood and 
a crowd armed with sticks and stones 
soon gathered. Sydney called on the 
po ice for assistance and half a dozen 
officers arrived, who were utterly un- 
able to awe the mob. In the meantime 
a cry was raised to burn the truck and 
its liquid contents. Oily waste was 
gathered from nearby garages and toss- 
ed into the truck. Matches were ap- 
plied and in a moment the truck was a 
mass of roaring flames as the alcohol 
burned fiercely. The agents first tried 
to put the fire out with pails of water, 
but were unsuccessful, while the crowd 
shouted joyfully. An alarm was turned 
in, but by the time the firemen had ar- 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 

Entered United States 1854 
Losses Paid - - - $130,000,000 
Losses Paid in U. S. $50,000,000 

Eastern and Southern Departments 

55 JOHN STREET 

NEW YORK CITY | 





rived the truck and its contents were 
entirely consumed. 

Cone says that the police were apa- 
thetic in the matter, but that he will 
give Jersey City the greatest liquor 
cleaning up that any city has ever re- 
ceived, “even if machine guns have to 
be used.” 

John D, Appleby, general prohibition 
agent of the New York and New Jersey 
zone, says that this is the first time 
seized liquors have ever been destroyed 
by burning. The liquor was not in- 
sured, although the truck may have 
been. The Jersey City field agents re- 
port to prohibition headquarters in 
Newark and the dry chief there reports 
directly to Washington. 





STRIKE BRINGS FIRE HAZARD 





Coal Mines and Communities Widely 
Covered; Nation-wide Strike May 
Increase Losses 





The coal strike brings more worries 
to the fire insurance men, even though 
they feel that they have had more than 
their share during the past two years, 
A strike on the scale of the present 
coal strike involves fire insurance com- 
panies because of the various cover- 
ages which the coal industry covers 
and because of the different forms of 
coverage which the communities have. 
Consequently there is considerable un- 
easiness among company members. 

It is generally known that the fire 
insurance companies have suffered 
heavy losses which reflected strong 
suspicion of moral hazard, so it is not 
strange that company executives should 
be uneasy concerning the situation in 
the coal fields. Not only are the lines 
written on the mines endangered but 
also are the coverages on the property 
of merchants and business men in the 
mining districts. Use and occupancy, 
riot and civil commotion, and fire lines 
are the most important policies cover- 
ing the mines, and the usual fire cov- 
erages are protecting the property of 
the merchants and business men. 





A. H. R. Aitken, formerly with the 
Shipping Publishing Company, has been 


‘appointed advertising manager of the 


“Nautical Gazette,” 











Sobrinos de Ezquiaga 
Established 1821 
GENERAL INSURANCE AGENTS 


Offer Facilities for Writing Large Lines 
in the Islands of 


Porto Rico and Santo-Domingo 
First-Class Companies 


FIRE, MARINE, TORNADO, EARTH- 
UAKE, AUTOMOBILE, TOURIST 
FLOATER, MAIL PACKAGE, 

USE AND OCCUPANCY 
Principal Office: 
17 Allen Street 


SAN JUAN, PORTO RICO 
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TOTAL ASSETS - 
TOTAL LIABILITIES 
NET SURPLUS - 


O. J. PRIOR, President 


INCORPORATED 1868 


» Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1922 


$1,559,363.71 
935,524.08 
623,839.01 


W. M. CROZER, Secretary | 
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Royal Exchange Assurance 


LONDON, ENGLAND 
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Insurance Department 
As a Loss Arbiter 


ROLE DISCUSSED BY LAWYER 
Badger Thinks Superintendent Should 
Have More Power in 


Complaint Matters 


Loss 


By WM. OTIS BADGER, Jr. 


Prompted by the publicity which has 
been given to certain phases of the in- 
surance business by legislative inquiries 
during the last two years, a great public 


interest has been aroused in the busi- 
ness of insurance and the manner in 
which it is conducted. The individual 


is beginning to realize the inseparable 
part which insurance plays in his activi- 
ties. : 

In recent years the scope of insur- 
ance has been extended so that today 
it covers almost every step of public 
und of private enterprise. The realiza- 
tion by the individual of the great im- 
portance of insurance in his daily exist- 
ence has resulted in a demand by him 
that his interest be protected by the 
machinery of public control. 
insurance No Longer a Purely Private 

Business 

The enactment of the Workmen’s 
Compensation Law created a new and 
distinct kind of insurance. Under such 
a circumstance it was possible to enact 
regulatory legislation that attached to 
the insurance at the very start of its 
development. In New York, following 
as it did the operation of Workmen’s 
Compensation laws in other states, it 
was possible to promulgate fairly ade- 
quate rules for the conduct of the busi- 
ness. 

In the old established lines of insur- 
ance, however, where the business has 
developed out of purely private enter- 
prise, every step toward the regulation 
or control of the business is fought, as 
an infringement upon the freedom of a 
person to conduct his business as he 
sees fit. Insurance, however, has ceased 
to be a purely private business. It is 
so essential in our commercial life that 
it has taken on a quasi-public nature. 

The first recognition of the quasi- 
public nature of insurance was the 
establishment of state insurance depart- 
ments having supervision over insur 
ance companies and the persons en 
gaged in the business. The legislation 
establishing this supervision over in- 
surance companies has been in large 
part directed toward the protection of 
the insuring public against the finan- 
cial insecurity of companies from whom 
it secures its insurance policies. As 
an out-growth of this supervision ot 
the financial stability of insurers has 
developed the gradual expansion to the 
regulation of insurance rates. The con- 
trol being directed to the financial se- 
curity of the insurers, however, the 
inquiry into the rates was confined to 
questions of adequacy only. 

Within the last few days, however, 
the regulatory supervision of insurance 
companies in New York State has been 
exiended to include not ony the ques- 
tion of adequacy of rates, but also the 
reasonableness of rates. On last Fri- 
day the so-called rate bill was signed 
by the Governor giving the State of 
New York supervision of all insurance 
rates and compelling all companies: to 
belong’ to central rating bodies. 

Loss Complaints Reach 

Department 

Incidental to the increase of interest 
on the part of the average person in 
matters of insurance, there has been of 
ste a considerable amount of criticism 
by insureds that some of the fire and 
marine insurance companies are not 
treating loss claims with the considera- 
tion to which the insured is entitled, 
The insureds complain that the ad- 
justment of claims is greatly delayed 
and then in many instances the insur- 
ance companies deny liability but fail to 


Insurance 


specify any grounds upon which the 
policy has been invalidated or the lia- 
bility released. Thus, left with no 


remedy but to commence an action at 
law against the insurance company, 
which under the present condition of 
our court calendars will take from one 


to two years to dispose of, the insured 
is compelled to accept a settlement at 
a greatly reduced amount or else be 
deprived of funds with which to re 
establish himself in business for a long 
period of time. 

As the result of this situation a large 
nulnber of 


complaints against Compan 
ies have been filed with the Superin 
tendent of Insurance and that official 
under his general supervisory powe}!s 
has entertained these complaints and 
is proceeding to hold hearings upon 


them. Since the Superintendent of In 
surance has no authority to usurp the 
functions of a court or to allow his 
Department to be made a_ collection 
agency the complaint to be entertained 
must be directed against improper con- 
cquct on the part of the insurer. 
Can Look Into Dilatory Tactics 
Complaint 

Determining the legality of a bona 
fide defense is not within the province 
of the Superintendent of Insurance, but 
the propricty of his entertaining a coin 
plaint of dilatory 
questioned, The 
tne conduct of an insurance 
in the handling of loss claims is as 
important to the insured as the ade 
quacy of the rates charged by the com- 
pany .or its financial solvency. The 
failure to pay promptly may he 
an indication Gt insolvency. 

We are situated in the insurance cen- 
ter of the United States. The Insurance 
Department of New York State is the 
most important of all such departmenis 
in the country. It is manifestly unjust 
that an insurance company should trade 
under the cloak of the approval of a 
license of the Superintendent of Insur- 
ance of New York State and at 
same time after having issued ® policy 


cannot be 
general character ot 


taclics 


company 


losses 


the 


and collected a premium, ziv?2 unfaii 
and inconsiderate treatment to the in- 
sured in fulfilling the further ob!‘ga 


tions of the contract of insurance, 

It is unfortunate from the standpoint 
of the complaining insured that the 
Insurance Department is without grev - 


er power in the consideration of such 
compiaints. As now constituted, prac- 
tically the only result of such an in 


vestigation is the public discrediting of 
the offending insurance company by the 


disparaging criticism of the Superin- 
tendent of Insurance. While this, of 
course, is a deterrent, it is not always 


permanently corrective. 
In Other Business 

In the supervision of other business 
of a public nature, much more adequete 
remedies are available to the public. 
If the service furnished by a gas com 
pany is inadequate a complaint will be 
entertained by the Public Utilities 
Commission and a remedy effected. If 
the service of a common carrier is 
unsatisfactory, a complaint to the Pub- 
lice Service Commission or the Inter- 
state Commerce Commission results in 
definite remedial action. In the event 
of the misconduct of a member of the 
legal profession, an investigation by the 
Bar Association, concluding that an at- 
torney has misconducted himself in his 
profession results in the vieference of 
charges to the Appellate ‘sion of 
our Supreme Court tor the discipline 

of the oftending member of the bar. 
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Line Capacity 


OCAL AGENTS can find ample 

capacity and attentive service for 
handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
CHARLES W. HIGLEY, Vice-President 

E. S. JARVIS, Secretary 

WILLIAM ORRISON, Asst. Sec’y 

HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 
HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 
$5 WILLIAM STREET, NEW YORK 
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Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











ADEQUATE 
FACILITIES 


ALL LINES 





| CLARENCE A. KROUSE & CO. 


325 WALNUT STREET 


PHILADELPHIA 








LOCAL AND GENERAL AGENTS 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 














PENNSYLVANIA NEW JERSEY 




















“April 21, 1922 


THE EASTERN 


UNDERWRITER 


21 





is so in other professions that are li- 
censed by the State. 
More Power Wanted 

Is it unreasonable then for the in- 
sured to demand that some machinery 
be provided by which the iaproper and 
unreasonable conduct of insurapce com- 
panies in the service which they ren- 
der may be the subject of a searching 
inquiry with power in the inquiring 
body to so penalize the offenders that 
the results of their misconduct 
be felt? 

The present force in the Insurance 
Department for the investigation of 
complaints is inadequate properly to 
handle the questions which are pre- 
sented. The members of that De,art- 
ment having the burden of investigating 
complaints of every nature, involvin;: 
brekers, agents, non-admitted insurers 
and all other phases of the insurance 
business, greatly need the benefit of 
legislation authorizing an increas: in 
the staff of inves‘igators. The tnsir- 
ance Department is the means of risis- 
ing a revenue for the State, on'y a frac- 
tion of which is used in the main 
tenance of the Department. No more 
justifiable increase of expenditure cz; 
be thought of than one which would 
furnish the individual insured with a 
means of obtaining fair treatment, no’ 
only on the question of rates, but o1 
all questions affecting the insurance 
contracts. 


wie 


Secretary Glenney Asks for Golf Dues; 
Edward ‘Gallagher on 
Job, Too 


W. T. Glenney, secretary of the New 
York Fire & Marine Insurance Golf 
Association, has sent out the following 
call for funds: 


Notice 
The robins have returned—also the 
time for you to pay your dues of $5 


for 1922. 

If you don’t pay your dues we cannot 
have our Spring Tournament because 
arrangements cannot be made _ over 
night, and without money you cannot 
make arrangements at all. So don’t 
delay or wait for another notice. Do 
it now. Then your Committee can get 
busy. 

Don’t 
but sit right 
check for $5 to Edward 
Treasurer, and send it to 
street, New York City. 

If you do, you will soon hear about 
the plans for the Spring Tournament 
for 1922. W.T. GLENNEY, Secretary. 

Treasurer Edward Gallagher is on 
the warpath, the game he is stalking 


put this notice on your 


down and make 


desk 
out a 
Gallagher, 
35 Nassau 


being checks. In addition to the an- 
nual dues the Club wants golfers to 


send in their handicaps. 





KENLON TO STUDY ABROAD 

In order that he may go abroad to 
study fire fighting methods and the dis- 
position of ashes, garbage and refuse 
in European capitals, John Kenlon, 
chief of the New York Fire Department, 
yesterday received from Commissioner 
Drennan a leave of absence of 115 days 
to date from April 25. 

Deputy Fire Chief Joseph Crawley has 
been designated as an assistant chief 
to have joint command of the uniformed 
force with Assistant Chief Joseph Mar- 
tin during Chief Kenlon’s absence. 


JOHN KENLON DINNER 


A dinner in honor of John Kenlon, 
chief of the New York Fire Depart- 
ment, for the purpose of celebrating 


his thirty-five years in the service, will 
be held on’ Saturday of this week, 
April 22. 

NEW SUBURBAN PRESIDENT 

yeorge A. Clarke has been elected 
president of the Suburban Fire Insur- 
ance Exchange; Frederick Hoadley, 
vice-president of the American of New- 
ark, has been made_ vice-president; 
Willard L. Chambers. manager of the 
local department of the North British & 
Mercantile, treasurer; and Henry E. 
Hess, secretary and manager. 


Fuso M. & F. Enters 
Several States 


WITH 


HORNBOSTEL COMPANY 
Resigns From National Liberty to 
Become Superintendent of 


Agencies of Fuso 

E. H. Hornbostel, for years a popular 
and widely known special agent up-state 
and more recently manager of the Cu- 
ban and Canadian departments of the 
National Liberty, has resigned to be- 
come superintendent of agencies of the 
United States branch of the Fuso Ma- 
rine & Fire Insurance Company, of 
Tokio, of which William H. Kenzel Com- 
pany is United States manager for fire 
insurance. The Fuso has entered New 
York State and Massachusetts, and is 
entering Pennsy vania, New Jersey and 
Connecticut. Other states will be quick- 
ly entered. The total admitted assets 
for the company of the United States 
branch are $910,308; net surplus of the 
United States branch, including statu- 
tory deposits, are $884,765. 

Mr. Hornbostel began with the Na- 
tional Liberty in 1891 and spent thirty- 
one years with the company. In 1892 
he was appointed chief clerk of the loss 
department and in 1894 New York State 
special agent and also supervised part 
of the New York field, He has always 
been an active figure in the Under- 
writers’ Association of New York State, 
was chairman of the executive com- 
mittee in 1917 and was made president 
in 1918. He was made general adjuster 
of the National Liberty and then gen- 
eral agent in the East, also acting as 
head of the sprinkler leakage depart- 
ment. 


THE AGENT’S AUTHORITY 
EXPLAINED 

Henry ©. Walters, general counsel of 
the National Casualty Company, has 
this to say about the agent’s authority 
in the “Agents Record:” ‘A corpora- 
tion being a creation of the law--an 
artificial being—-can transact business 
only through agents, and as the law 
permits only corporations to conduct 
the business of insurance, it follows 
that that business must be transacted 
wholly through ‘insurance agents,’ 
called. Every agent is invested with 
some authority by his principal; some 
agents have a great deal of authority, 
and some have very little. When one 
deals with an agent he must ascertain 
the extent of his authority, and this in- 
formation cannot be safely gathered 
from the agent; it should be gained 
from the principal. Usually the prin 
cipal adopts some plan of communi 
cating the authority or powers of his 
or its agents, to the other party to 
the negotiation. Insurance Companies 
present this information through the 
medium of the application blank, and 
the policy contract. Every insurer of 
integrity takes care to make clear to 
its applicants for insurance, and to its 
policyholders, the precise limits placed 
upon its representation by its agents. 
The National is very particular about 
this phase of its obligation to the pub- 
lic. The man who reads his National 
application, or his National policy, is 
fully informed of the extent to which 
an agent is authorized to bind the 
company.” 


30- 


TUTTLE FOR GOVERNOR 





Friends of New Jersey Insurance Com- 
missioner Want Him Elevated to 
Chief State Executive 


The decision of Governor Edwards 
to run for the nomination of United 
States Senator was followed by a boom 
launched by friends of Insurance Com- 
missioner Tuttle to have him succeed 
Kdwards as Governor. Senator Freling- 
huysen is also candidate to succeed 
himself as Senator of New Jersey. 

MISS HANKIN RESIGNS 

The smiling face of Miss Lynda F. 
Hankin, the office manager of Park, 
Thomas & Company, Buffalo, one of the 
most capable women in the insurance 
business, will no longer be seen at the 
unnual conventions of the New York 
State Association of Insurance Agents, 
°s Miss Hankin resigned this week. 
licr future plans are not announced. 


G. |. HOLLINSHEAD DEAD 

George I. Hollinshead, member of a 
family long prominently identified with 
Philadelphia underwriting affairs, died 
at his residence at Merchantville, N. J., 
on Thursday afternoon, April 13, after 
a short illness and was buried the fol- 
lowing Monday afternoon at the Coles- 
town Cemetery. The deceased was fox 
years a counterman in the home office 
of the Union Fire Insurance Company, 
which erected and occupied the stone 
building at the southwest corner of 
Third and Walnut streets. His brother, 
Charles Hollinshead, was at the time 
president of the company. Since the 
company was merged with the Ameri- 
can Fire Insurance Company the de- 
ceased was actively engaged in brok- 
erage lines in Philadelphia and con 
trolled an important agency business 
for the Insurance Company of North 
America at Merchantville. 
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Caledonian Insurance £o. of Scotland 
FOUNDED 1805 
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A GENERAL AGENCY 


Property Damage. 


OFFICE MORE THAN HALF CENTURY OLD 





NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 
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BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


Toronto, Canada 
Automobile, Explosion—Riots, Civil 
Commotions and Strikes 
Statement, January 1, 1921 
EE - c cixéasdkvatibeceiantaenaet $2,209,038.83 
Liabilities 
Surplus in United States....... $ 533,008.88 
Total Losses Paid in United 
States from 1874 to 1920 


IMGNIBIVG: cas cecess snhnecwaneds $27,719,430.47 
W. B. MEIKLE, Pres. & Gen, Mgr. 
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Insurance on Profits 
, and’ or Commissions 


By W. N. BAMENT, General Adjuster of the Home 


Profits and commissions are not cov- 
ered under the ordinary policy and lia- 
bility must be specifically assumed 
thereon. 

In New York City two approved forms 
are used.. Form No. 1 covers on profits 





“If non-concurrence was undesir- 
able before the advent of co-insur- 
ance, it is doubly so now that the 
application of the co-insurance prin- 
ciple has become so general.” 











and/or commissions on finished mer- 
chandise sold or unsold, subject to the 
following conditions, to-wit: 

If during the term of this policy such mer- 
chandise, or any portion thereof, shall be 
destroyed or damaged by fire, this company 
shall be liable for its pro rata share of any 
loss of profits and/or commissions (to be ascer- 


tained as’ stated below) on such merchandise 
which may result from such fire, which loss 
shall not exceed the percentage of damage 


shown by the final outcome of the adjustment 
of the loss on merchandise by companies insur- 
ing same, including result of any salvage hand- 
ling operations whether completed before or 
after such adjustment; or, if there is no insur- 
ance on said merchandise, then by such ascer- 
tainment and estimate by, the parties hereto 
as is provided for in the printed portion of this 
policy. 

Loss of profits and/or commissions shal] not 
exceed the percentage of loss on merchandise 
as finally adjusted nor the percentage or per- 
centages of profits and/or commissions that 
would have been receivable by the insured on 
the date of the fire from the sale of the damage d 
merchandise in the ordinary course of the in- 
sured’s business. 

Where the word “property” is used in this 
policy or clauses attached hereto, it is under- 
stood to mean commissions and/or profits on 
the merchandise described. 


Form No, 2 covers on profits and/or 
commissions on merchandise, sold or 


. been receivable 


unsold, subject to the following condi- 
tions, to-wit: 


If, during the term of this policy, the said 
merchandise or any portion thereof shall be 
destroyed or damaged by fire, this company 


shall be liable for its pro rata share of any 
ascertained loss of profits and/or commissions 
on the said merchandise which may result from 
such fire, not exceeding its pro rata share of an 
amount “equal to the profits and/or commis- 
sions on said merchandise which would have 
by the insured if the said mer- 
chandise had been sold in an undamaged con- 
dition on the date of the fire at the insured’s 
usual rate of profits and/or commissions, 

Where the word “property” is used in this 
policy or clauses attached hereto, it is under 
stood to mean commissions and/or profits on the 
merchandise described. 


The rate charged for Form No. 1 is 
the same as that charged on the stock. 
The rate for Form No. 2 is double the 
stock rate and for any other form than 
these it is three times the stock rate. 
The reason for this discrimination in 
the matter of rate is obvious. Under 
Form No. 1, the basis for the adjust- 
ment is automatically determined and 
liability is limited to profits on the net 


loss on merchandise however ascer- 
tained. It is true that the adjustment 
of the loss is, in a measure at least, 


taken out of the hands of the company 
covering profits and virtually placed in 
those of the company covering stock; 


but generally speaking, this is not a 
serious objection. 
Form No, 2 
Form No. 2 however, contains no re- 


strictions and if the stock should be 
taken off the hands of the insured by 
the companies covering the same and 
turned over to a salvage company for 
sale, the insured would undoubtedly 
make claim for and expect to collect a 
total loss under his profits policy; in 


fact, this would seem to be one of the 
considerations prompting him to pay 
the additional rate. The form provides 
that the company shall be liable for its 
pro rata share of any “ascertained 
loss” of profits and/or commissions, but 
fails to state how said loss is to be ar- 
rived at. If, therefore, the stock shall 
not be taken over for salvage handling 
operations by the companies covering 
the stock, the form may in many cases 
afford most excellent opportunities for 
controversy, in this respect being in 
quite pronounced contrast to Form No. 
1, which is clear and explicit at least 
as to the basis of settlement and the 
limitation of liability. 

The following may be taken as an 
illustration of the form which would 
take three times the stock rate: 

If, during the term of this policy, said mer- 
chandise or any portion thereof shall be de- 
stroyed or damaged by fire or lightning, this 
company shall be liable for the loss of agreed 
commissions or profits of per cent of 
cost to replace the merchandise so destroyed 
or damaged whether said merchandise be or be 
not surrendered to the insurers. 

This fixes absolutely the percentage 
of profit to be allowed and places the 
insurer so completely at the mercy of 
the claimant that further comment 
wou'd seem to be unnecessary. 

It will be observed that these forms 
do not state whether the insurance is 
to cover gross or net profits, and in that 
respect they are similar to the rent 
forms in current use; and the same com- 
ments which were made in another por- 
tion of this address on the subject of 
rents will apply with equal force to 
profits or commissions. In many cases 
there will be no diminution in expenses 
and fixed charges, and if so, the insurers 
would not be entitled to any credit as 
against the gross profits. If, however, 
the stock should be totally destroyed 
and the expenses and fixed charges 
should cease in whole or in part, the 
insurers would be entitled to credit for 
same just as they would be under the 
rent form. This credit, however, would 
not be applicable under a form which 
absolutely fixed the liability of the in- 


surer at a stated percentage of the cost 
to replace the merchandise. 

Some companies will not write profits 
insurance except under restricted form 
No. 1, but those which are disposed to 
write policies under the more liberal 
forms at the higher rates should not 
be surprised if, at times they are com- 
pelled to pay, under their profits poli- 
cies, a percentage of loss several times 
that paid by the companies covering 
the stock; in fact, théy can take their 
choice and pay their money. 


EXPLOSION RATES LIMITED 


Only Mine Properties Where Workers 
Have Struck Pay the Treble Rate; 
Other Mines Pay Regular Premium 
A mistaken impression seems to pre- 

vail in certain agency quarters that the 

treble rate increase for explosion in- 
surance on mines during the period of 
the miners’ strike is applicable to all 
mines throughout the country. This 
is not the case. Only the props rty of 
mines directly affected by virtue of 
walkouts come under the rate increase. 
Many mines in West Virginia and e!se- 
where still operating with practically 
their full forces of men pay the 1egu- 
lar rates of 30 cents for each hundred 
dollars of insurance. Formerly the 
strike areas were divided into zones 
and every mine within a zone re- 
quired to pay the increased rate but 
this system has been replaced by the 
present one which classifies each mine 
separately. 


Agents should take espe- 
cial note in answering inquiries from 
mine operators for coverage to draw 


attention to the fact that the April 1 
imrease trom 30 to 90 cents does not 
automatically affect every piece of 
mining property. 





The Eureka-Security Fire and Marine 
Insurance Company, of Cincinnati, has 
been elected a member of the Phila- 
delphia Fire Underwriters’ Association. 
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DO YOU INSURE RENTALS? 


For the progressive agent, the field for rent insurance is a large and profitable one. Owners 
of apartments, factories or office buildings may pay strict attention to their fire insurance, but 
frequently overlook the importance of rent insurance. Selling them this cover will be rendering 


a real service—one which they will appreciate. 


As a Selling Suggestion— 


You know that in the event of a fire there is always the possibility of loss of rents or rental 
income. Under such circumstances, owners of rented buildings are repaid for the actual dam- 
age to their property by fire insurance but rent insurance is the only cover that will indemnify 


them for the loss of rents or rental income during the time of rebuilding. 


But no matter what the emergency, the Fidelity-Phenix extends to you underwriting facil- 


ilies of the most substantial quality for the handling of rent insurance and other classes as well. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Eighty Maiden Lane New York, N. Y. 


Cc. R. STREET, 


HENRY EVANS, We 
¥ President 


Chairman of the Board 





Cash Capital - - $2,500,000.00 


CHICAGO MONTREAL SAN FRANCISCO 
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Status of Reciprocal. 
Bills in Massachusetts 
END OF LONG COMMITTEE FIGHT 
ee Reported; 
Reciprocal Bill With- 
drawn; Agents’ Circular Letter 


Fire Reciprocal 
Casualty 


After holding up the matter for a 
long time, the insurance committee of 
the Massachusetts Legislature by a 
close majority has decided to renert 
the bill which will permit fire rec!pre- 
cals to do business in the stats. At 
the same time they have’ reported 
“leave to withdraw” on the casualty 
reciprocal bill. 

This ends a long fight in the insur 
ance committee to keep all forms of 
reciprocals out of Massachusetts. The 
insurance committee evidently has 
been under such pressure that the ma 
jority of the members feel obliged ts 
report favorably on the fire insurance 
bill. The tact that a number of large 
business concerns in the state are un- 
able to secure protection through regu 
lar channels, and need the reciprocal 
insurance for surplus lines, undoubt- 
edly had led to more favorable con 
sideration of the fire insurance measure. 

The committce’s report is unsatis- 
factory to the insurance interests, as 
evidenced by the great activity among 
the insurance organizations represent- 
ing stock insuranc*. Besides the Massa- 
chusetts Association of Insurance’ 
Agents, whose activities have already 
been referred to in The Eastern Under 
writer, the Insurance Society of Mas 
sachusetts, which is an organization 
comprised mainly of the employes of 
insurance offices, has been enlisted to 
use its influence against the proposed 
law. 

Issue Bulletin 

This organization hag issued a legis- 

lative bulletin to members, under the 


heading “Reciprocal Insurance Means 
Socialism,” which reads: 

The Insurance Committee has re- 
ported favorably on House Bill 907 
(Reciprocal Fire) and reported unani- 
mously leave to withdraw on House 
Bill 908 (Reciprocal Casualty), which in 
substance embodied the same_ princi- 
ples. 

A competent authority has thus de- 
fined this form of insurance: “An in- 
stitution «through which an indefinite 
number of persons, unknown to each 
other, severally assume unknown. por- 
tions of the total liability on the risks, 
unknown to the insurers, of all the 
other insurers, and at the same time 
become insured by unknown. parties 
under an indefinite and constantly 
changing number of contracts covering 
changing proportions of the liability on 
each risk.” 

And this is so, because the institu- 
tion is created by means of a paper, 
called a power of attorney, which the 
attorney-in-fact (otherwise cailed the 
“Exchange”) gets aS many persons to 
sign as he can. It will be thus seen 
what is meant by the “indefinite num- 
ber of persons,” as that number is 
limited only by the ability of the at- 
torney-in-fact to induce people to sign. 
Since the attorney-in-fact is under no 
duty to disclose to the others who all 
his subscribers are, they are thus ‘“un- 
known to each other.” 

And since the power of attorney 
authorizes the attorney-in-fact to issue 
such policies as he wishes, no limitation 
generally being put on the amount or 
kind of risk underwritten, these re- 
ciprocal or inter-insurers thus “several- 
ly assume unknown portions of the 
total liability on. the risks, unknown to 
the insurers of all the other insurers.” 

And because the power of attorney 
generally permits the attorney-in-fact 
to be the whole “shooting match” as 
an underwriter, accepting whom he will 
and when he will and for how much 
he will, the various reciprocal or inter- 


insurers become insured “by unknown 
parties under an indefinite and con- 
stantly- changing number of contracts 
covering changing proportions of th2 
liability on each risk.” 

Successively, for the last number of 
years, the Massachusetts legislature has 
given bills alonz these lines leave to 
withdraw. If you believe that the time 
has not yet come to introduce reciprocal 
insurance into Massachusetts, see your 
Senator and Representative at once. 


BUILDING RUMOR 


Asdociates of Robert E. Dowling Get 
Leases at William and 
John Streets 


Insurance men were busy this week 
trying to run down a report that an in- 
surance company had an option on the 
building at the southwest corner of 
William and John streets, occupied by 
Farrish’s Chop House and Max D. 
Blum’s cigar store, The rumor was 
that an insurance company was going 
to build there an eleven-story structure. 

As far as can be learned, associates 
of Robert E. Dowling, one of the heav- 
iest real estate operators in the city, 
have obtained the leases of the prop- 
erty at $24,000 a year. Whether it is 
for speculative purposes or not cannot 
be ‘earned. Farrish’s lease expires in 
1925. 


WARNS OF FIRE FROM MATCHES 

The Diamond Match Company, which 
is a member of the National Fire Pro- 
tective Association, is now printing on 
the center strips enclosed in all its 
boxes of “Strike Anywhere” matches 
fire hazard warnings reading: 

“Never neglect Precautions 
“Put out your Matches and your Smokes 
“Before throwing them away.” 
Members who continue to use the 
“Strike Anywhere” match in place of 
the safer “Strike-on-box” type should 
look for these warnings in the boxes 

they buy. 


GOLD STREET 
Newest Insurance Thoroughfare Only 
Twenty Feet Wide at 
Narrowest 

The New York “Times” on Sunday 
aid that Harry Aronson, the real estate 
speculator, will erect a new building 
on the southeast corner of Fulton street 
and Gold. That newspaper again dis- 
covered Gold street as an insurance 
center, saying: 

“The rapid growth of the insurance 
district is making prominent one of the 
most obscure streets in New York. The 
section of Gold street running from 
Maiden Lane to Fulton street is being 
rapidly developed by this line of busi- 
ness. Only twenty feet wide at its 
narrowest point and twenty-four feet at 
the widest, this street has witnessed a 
great change within the last year. 

“At the northeast corner of Maiden 
Lane is the Federal Reserve Bank 
Building, with the National Surety Com- 
pany on the ground floor. The north- 
west corner is owned and occupied by 
a co-operative insurance syndicate. No. 
7 Gold street is occupied by Willard S. 
Brown, with the Perrin Building at Nos. 
9 and ll. John A. Eckert and Hall & 
Henshaw divide the beautiful new build- 
ing: between Platt and John = streets, 
erected by Mr. Eckert. On Fulton 
street Harry Aronson will erect a new 
building on the southeast corner and 
the new Best Building covers the corner 
on the northwest. 


NEW HARTFORD AGENCY 

A new Hartford insurance agency has 
been formed and offices opened on the 
third floor of the Hartford-Connecticut 
Trust Company Building. W. J. Tuller 
and W. Harry Wiley are the members 
of the new firm, which will be known 
as the\'Tuller-Wiley Agency. Both are 
experienced insurance men, and the new 
agency begins operations representing 
several companies in all lines of the 
business, 
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Lloyd’s As Seen in a New Book 


By S. BOULTON, Former Chairman of Lloyd’s 











No. 1 


By means of a Policy of Insurance it 
cometh to pass that upon the loss or 
perishing of any ship there followeth 
not the undoing of any man, but the loss 
lighteth rather easily upon many than 
heavily upon few. 


This sentence occurs in a Statute of 
Queen Elizabeth dated 1601. It is the 
first time that the subject of Insurance 
is referred to in English Law Books, 
and these few simple words contain 
the fundamental principles of Marine 
Insurance. 

The history of English Insurance com- 
mences in the early part of the seven- 
teenth century; before that it was in 
the hands of the Lombards and Mer- 
chants of the Hanseatic League resi- 
dent in London. They indeed handled 
nearly all the English foreign trade 
and cons>quently the insurance, and 
we are indebted to them not only for 
the idea of insurance and the methods 
of carrying it on, but for the very 
wording of our Lloyd’s Policy today, 
which is almost identical with that 
used by them in the fourteenth century. 
However, having learned all that they 
had to teach us in these matters we 
decided to take them in hand for our- 
selves. 

Of the 300 years that insurance 
has existed in this Country, the first 
100 years knew nothing of Lloyd’s or 
of Insurance Companies. 

Early Methods 

Policies were taken round the City 
by the Merchants’ or the Shipowners’ 
Clerks or by Brokers appointed for the 
purpose to the Oflices of the Bankers, 
Merchants. Moneylenders scattered over 
the different parts of the City, who car- 
ried on this insurance business in ad- 
dition to their ordinary avocations, It 
must have been a very long and leis. 
urely process to effect a Policy, and the 


Brokers’ commission appears to have 
been very well earned. Each indivia- 


val who took a line on the risk wrote 
his name underneath the Policy, hence 
the name Underwriters, and this is 
how they did it— 
£100 I John Berry am content with 
this Assurance which God preserve 
for one hundred pounds this twentieth 
of, January 1680. 
‘ach individual wrote all this, includ- 
ing the pious expressions, which were, 
however, sometimes abbreviated in the 
case of the word “preserve.” This ab- 
breviation was, it may be expected, 
looked upon as quite a daring and im- 
proper innovation at the time. When 
the whole amount was covered, the 
Policy had to be registered at an Office 


established in the Royal Exchange. 
Each individual Underwriter was _ re- 


sponsible only for his own line, and 
had nothing to do with the liability of 
any other Underwriters on the Policy. 
This is called “individual underwriting,” 
and in theory is what is done at Lloyd’s 
today, but in practice it is quite an- 
other thing, owing to the system of 
guarantees which has been in opera- 
tion for twenty years. 

The trade of that Country during the 
17th, century was ridiculously small, in 
fact it was only during the last one 
hundred years that it began to attain 
the enormous proportions that have 
placed England in the front rank of 
the Commercial Nations of the world. 
The smallness of the trade of the 17th 
century can be estimated from the fact 
that this tedious method of effecting 
insurance which is here described last- 
ed for a hundred years, but during the 
latter part of the century the necessity 
for speeding up the process became 
pressing, and very opportunely coffee 
houses came into vogue about that 
time. They were used as meeting 


places for different classas of men; 
some were the chosen resort of poets, 
politicians and actors, while others 
were frequented by commercial men, 
and these latter gradually came to be 
sub-divided, certain of them being iden- 
tified with special classes of business. 
Among these was Lloyd’s Coffee House. 
Lloyd’s Coffee House 

We first hear of it in 1688. It was 
then in Tower street, and four years 
afterwards moved to Lombard street. 
It was specially patronized by shipping 
men and a little sheet called “Lloyd’s 
News,” first published in 1696, which 
only ran for six months, shows that it 
was for shipping men that this Coffee 
House specially catered. Here it was 
that insurance as a business distinct 
and separate by itself had its cradle 
and nursery. 

In order to give a sort of flashlight 
view of the insurance situation from 
the beginning of the 18th Century down 
to the present day we may borrow an 
illustration from astronomy. The nebu- 
lar hypothesis of the evolution of our 
solar system is that the space occupied 
by that system of which we form a 
part was originally filled by a gaseous 
substance of which the sun was the 
core: as this substance cooled and so- 
lidified separate bodies were thrown 
off one by one, those at the greatest 
distance from the sun being the first 


to assume a separate existence. To 
apply that hypothesis to the insurance 
system—the first body to assume a 


separate existence was the gathering 
of members at Lloyd’s Coffee House at 
the beginning of the 18th Century, 
which ultimately became known as 
“Lloyd’s.” 

Lloyd’s was followed in 1720 by two 
companies, the Royal Exchange and the 
London Assurance: they were born in 
the same hour. These three bodies to- 
gether, namely, Lloyd’s and the com- 
panies, formed the Insurance System, 
and held a monopoly for marine insur- 
ance in England for over one hundred 


years. An Act of 1824 put an end to 
the monopoly, and other Companies 
came into existence. A few of these 


were solid and substantial affairs, and 
have prospered down to the present 
cay, but after the Joint Stock Com- 
panies Act of 1844 there occurred peri- 
odically meteoric showers of transient 
and evanescent bodies that passed like 
a flash and disappeared forever. We 
have from time to time seen a recur- 
rence of these meteoric showers, in 
fact we are just emerging from one at 
the present moment, and we are won- 
dering how many will go to join the 
countless numbers of those who may 
be said to form a Milky Way of hope- 
less failures. 
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Robbers at Royal Were 
After $20,000 Payroll 


WERE DISAPPOINTED, HOWEVER 


Never Kept in Building Overnight; 
Burglars Got Only $4,000 in Cash 
On All Floors 





It is believed now that what the bur- 
glars who looted the Royal building 
last Thursday night and cracked a num- 
ber of safes, one of the most sensational 
and unsuccessful robberies in downtown 
New York, were really after was the 
$20,000 pay roll of the company. This, 
however, is never kept in the office over 
night, so they were greatly disappoint- 
ed. They vented their spite by strew- 
ing private papers all over the floors 
of the different offices, and carrying 
them from one floor to another and 
taking away documents of no use to 
anyone except the owner. 

Dayton & Bailey, on the second floor, 
were the heaviest losers, the robbers 
not only ripping open the safe but car- 
rying away about $28,000 in bonds be- 


longing to the firm of lawyers. Some 
of these were negotiable, but notices 


of their theft have been sent out and it 
is hoped that the sale of them may be 
stopped. They got no cash here, and 
left $200 in Liberty bonds and a $1,000 
Grand Trunk 7% bond which was as 
rood as cash, behind them. Valuable 
confidential papers were taken from the 
second to the fourth floor by the thieves 
and thrown all around. 

The Royal Indemnity offices on the 
ceieventh floor were well looted, the bur- 
glars obtaining the most money here, 
about $2,000 cash. They carried off 
many private papers, including income 
tax reports and receipts of some of the 
employees. Many insurance policies 
were carried off, as well as letters and 
other documents, 

In the offices of Assistant Manager 
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Mackintosh, on the fifteenth floor, the 
large safe was opened, but only $75 in 
cash obtained by the intruders, which 
belonged to the cashier. The smaller 
safe, which had some money in it, was 
not opened. It is thought now that the 
burglars only got away with about 
$4,000 in cash and perhaps $30,000 in 
bonds and other securities. They were 
admitted by the watchman, who is now 
in custody, about 9 o’clock Thursday 
night and worked unmolested until 
about midnight, when they trussed up 
the watchman to look as if they had 
forced an entrance and beaten him up, 
and then left with their booty. 

When the different tenants occupying 
offices in the Rpyal building arrived 
there on Good Friday morning they 
found a scene of disorder and destruc- 
tion. Cigarette butts and pieces of 
greasy sandwiches were thrown about 
the rooms on the handsome rugs and 
carpets. Old letters and torn up papers 
were scattered in every direction. 

The principal scene of disorder was 
in the offices of the Rossia Company, 
on the eighth floor. Here the safe was 
ripped to smithereens, but the thieves 
got-no money for their pains, even over- 
looking $100 in a desk drawer. All the 
letters were taken cut of the files and 
thrown around indiscriminately. It was 
in one of these offices that two police- 
men who had been attracted by the 
sound of breaking glass about 6 o'clock 
a.m. entered and found the watchman 
with his head in a mail bag and appar- 
ently tied up with bits of string and 
rope. He said that he had broken the 
window with his foot to attract their 
attention. The police laid him in the 
same position that he said he had occu- 
pied when the robbers bound him, and 
found that he could not reach the win- 
dow by about ten inches. Then he said 
that he had broken it with his head, but 
as the window pane is plate glass three- 
eighths of an inch thick this was also 
doubted. 

“You ,have got me all balled up by 
your questions,” he told the police and 
detectives who had arrived from Old 
Slip station. When they said that it 
would have taken a hammer or a heavy 
iron bar to break the window, the police 
say that the watchman admitted open- 
ing a basement door and letting the 
robbers enter. His name is George 
Breckenridge, and he is said to have 
been engaged by the superintendent, 
upon showing letters from several po- 
lice officials, and credentials as a former 
member of the police reserves. 

At the office of the Queen, on the 
fourth floor, where the cashier is lo- 
cated, the burglars got away with about 
$260 and a $100 Liberty bond belonging 
to a girl employee, 

It is said that there were nine rob- 
bers in the band, and they arrived and 
departed in an automobile. The police 
are working on several clues and have 
hopes of soon rounding them up. 





Robert M. Feely, president of the All 
American Brokers, Inc., is taking a 
short Southern trip on a combined mis- 
sion of pleasure and business. 
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Fire Losses Heavy 
In First Quarter 


SETTLEMENTS COMPLICATED 


Companies Continue to Lose Money; 


Moral Hazard Increases Ratio; 
Business Cost High 


The first three months of 1922 brought 
no improvement in the fire insurance 
business and the first two weeks of 
April have given no sign that any sud- 
den change for the better can be ex- 
pected. According to reports received 
by The Eastern Underwriter this week 
from a majority of the fire insurance 
companies, the heavy loss experience 
of 1921 is continuing thus far in the new 
year, and even the most optimistic do 
not look for anything more than a grad- 
ual improvement late in 1922. 

“It is all right to try to ‘kid’ your- 
self that conditions are picking up in 
the fire insurance field,” said one promi- 
nent loss superintendent, “but when the 
losses are checked up you are going to 
find that you have been fooling yourself 
for fair.’ And his words are borne out 
by the comparison of losses for the first 
three months of 1922 with those of the 
first quarter of 1921. Only one company 
of the eight interviewed reported a 
favorable showing for the first quarter 
of this year. 

“The ordinary losses are not any 
worse now than they were in the same 
period of 1921, but the complicated 
orses are the worst I have ever seen,” 
said a well-known loss man who has 
been in the insurance business for more 
than fifty years. And his statement was 
echoed by practically ,every company 
representative interviewed on. the sub- 
ject of losses Never before in their 
career have they had to handle losses 
which have been so difficult to settle. 
Many of these heavy losses, with their 
numerous attachments and garnish- 
ments, are indicative of an active moral 
hazard. 

Much Extra Work 

“Loss departments are doing two and 
three times as much work now as they 
did ‘ast year, and the work seems to be 
increasing steadily rather than decreas- 
ing,” replied a loss superintendent of 
cne of the iarge groups. The activity 
of the loss departments is indicative of 
present conditions in the fire insurance 
business and reflects the high loss ratio 
which all of the companies have been 
reporting. It also shows that the settle- 
ment of present losses requires consid- 
erable extra work as compared with 
settlements during normal conditions. 

“Even though the 'osses should begin 
to decrease,” said one of the best in- 
formed vice-presidents in the business, 
“T doubt very much if the companies 
could show figures proving that they 
were making any money. The cost of 
doing business remains high and the 
volume of premium income is not in- 
creasing, But I do believe that the 
corner has been turned in our business 
and I look for a slight improvement by 
the end of the year.” That is the only 
word of cheer which we heard concern- 
ing this question, despite the fact that 
the loss men are, as a class, optimistic 
and hopeful. They have their ear close 
to the ground and are usually as well- 
informed of genera! business conditions 
as any group of men in the business 
world. 

High Cost Mounting 

“The cost of settling claims in this 
period of heavy losses is often greater 
than the amount of the claim.” exnlain- 
ed the loss department superintendent 
of a fleet of companies, in describing 
the amount of detail work necessitated 
by the complicated losses which con- 
tinue to pour in. “Early in 1921 there 
was a number of bankruptcies and fail- 
ures which were followed by disastrous 
fires, and the first few months of 1922 
saw a simiar number of such cases, 
Undoubtedly the fire insurance com- 
panies were the ‘goat’ in many of these 
questionable fires. We do know that 
the claims were accompanied by an 
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unprecedented number of attachments 
and garnishments.” 

“Speaking of the moral hazard,” said 
another loss manager, “we have on 
record a remarkable example of the 
changes brought about by ‘hard times’ 
in respect to their effect on the moral 
hazard in the fire insurance business. 
During the war and immediately follow- 
ing it, when the entire country was en- 
joying prosperity, our companies had 
an unusual profit on a small line of 
dwellings in a certain district. It was 
unusual to make anything on this line, 
so we commented on it and promised 
to watch further developments. We 
did not have to wait long after the de- 
pression hit that section of the country, 
and soon the losses began to pile up. 
In a short time we had a sizeable red 
ink account where we previously show- 
ed a nice profit. How would you ex- 
pain that?” 

As stated above, the consensus of 
opinion is that the heavy losses of 1921 
are continuing and will continue for 
several months. The loss men agree 
that there are signs of a general im- 
provement in conditions, but that it is 
so slight as to have little effect on the 
fire business for some time to come. 

They are unanimous in stating that the 





complicated losses are the worst in the 
history of the business, and all are cer- 
tain that their departments are doing 
more work than ever before. None is 
pessimistic, nor is any one very opti- 
mistic. They are facing facts as they 
see them. 





JENKINS GETS PACIFIC FIRE 

The E. T. Jenkins, Inc., insurance 
agency of Brooklyn, has been appoint- 
ed to represent the Pacific States Fire, 
of Portland, Oregon. It has also re- 
ceived an appointment to write auto- 
mobile lines for the Employers Fire in 
addition to the regular lines which they 
have been handling for several months 
for this company. Lewis L. Palmitier 
is president and treasurer of the agency, 
and Thomas C. Asher is the secretary. 
Offices are maintained at 150 Montague 
street to handle Western District busi- 
ness, and at 130 Broadway to handle 
Kastern District business of the fleet 
of ten companies now represented in 
Brooklyn and suburban territory. The 
Jenkins agency was established thirty 
years ago and has represented the New 
York Underwriters Agency during that 
whole period. It has represented the 
Commonwealth for fourteen years and 
the London Assurance for eleven, 
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“The Leading FIRE INSURANCE Co. of. America” 


WM. B. CLARK, President 


More than a Century of Service 
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Losses Paid over $210,000,000 
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HOTEL FIRES 


Fire Loss of $11,707,677 in Two Years 
Reported by National Board of 
Fire Underwriters 


There are in round numbers fifteen 
thousand hotels in the United States. 
During the years 1919 and 1920 nearly 
twe ve million dollars invested in hotels 
and other semi-public places of resi- 
dence went curling up in flame and 
smoke. According to figures compiled 
by the Actuarial Bureau of the National 
Board of Fire Underwriters, the exact 
loss was $11,707,677. Insurance to off- 
set this fire waste amounted to $7,453,- 
473, indicating under-insurance upon 
these structures of more than four mil- 
lion dollars, says “Safeguarding Amer- 
ica Against Fire.” 

For the two years the total number 
of fires reported to the Bureau under 
this classification, which includes both 
summer and winter hotels, clubs, board- 
ing houses, Y. M. C. A. and Y. W. C. A. 
This is an 
average of more than fifteen a day, or 
approximately one for every two hours 
in the twenty-four. (The hotel losses 
far outnumber the others and are there- 
fore dealt with more fully). 





W. D. BURNS LEAVES N. B. & M. 

W. D. Burns, who has been with the 
North British & Mercantile for thirty- 
two years and is local secretary of 
the company in Brooklyn, ‘has resigned 
as of April 28 to devote his entire time 
to the development of his brokerage 
business. Mr. Burns has built up a 
large clientele during his many years 
of active participation in fire insurance 
in the local territory. Pending the ap- 
pointment of a successor to Mr. Burns 
W. L. Chambers, secretary of the local 
department in Manhattan of the North 
British, will be in charge of the Brook- 
lyn office. 


ALL AMERICAN BROKERS 


(Continued from page 1) 
occupying 8,500 square feet on the 
ninth floor of the building, which will 
be occupied about May 15. 

Amusing Competition Stories 


The underwriting fire insurance of- 
fices are filled with stories, some of 
which are amusing, growing out of the 
“100% Americanism” competition of 
the All American Brokers, Inc. One of 
these stories has to do with the popu- 
lar underwriter of a British office, 
which also represents a French com- 
pany. This underwriter, an Irishman, 
went to Massachusetts where he has 
almost a small army of friends among 
local agents, and planted the British 
company throughout the state. When 
the All American Brokers, Inc., reached 
Massachusetts and the local agents 
found themselves flooded with its litera- 
ture several of the agents wrote say- 
ing that they intended to send back 
their supplies, whereupon the under- 
writer made another trip to Massachu- 
se‘ts and planted the French company 
in these agencies; so his office aver- 
aged up all right so far as premiums 
£0. 

Another British company which has 
a secrctary who is an Irishman, and 
several specials also of Irish descent, 
found ‘tself forced to contest a claim 
of an Irishman which it regarded as 
unjust, and when the case reached 
court it was noted that the judge and 
most of the jury were of Irish descent. 
The insurance company sent several 
of its special agents there, their names 
be‘ng similar to Flanagan, O’Brien and 
O’Rourke, who were placed upon the 
stand, ostensibly to testify to some 
technical point in the policy contract. 
Several letters were also read from 
the secretary, whose name for the pur- 
pese of this story was Michael Gallivan, 
and when the counsel for the defense 
reached the signature in reading these 
letters he let the name roll from his 
tongue as slowly but as significantly 
as he could. The company won the 


case, 
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Companies Take Steps 
To Enter Washington 
For Taxation Relief 


H. CHUBB AND F. H. CAUTY LEAD 





Tax on Net Profits Will Attract Many 
Accounts Outside New York State 
to Washington Agents 





Scarcely had President Harding’s 
signature been affixed to the Edmonds 
Model Marine Insurance Bill for the 
District of Columbia before two promi- 
nent marine underwriting offices in New 
York City filed applications with Dr. 
L. A. Griffith, Insurance Commissioner 
of the District, for agency representa- 
tion there. These offices are those man- 
aged by Hendon Chubb and F. H. Cauty, 
and the companies named in the ap- 
plication are the Sea, Alliance and the 
Thames & Mersey. All of Chubb & 
Son’s companies except the Sea and 
the Alliance now have representatives 
in Washington. 

This action taken by these two lead- 
ing offices is of the utmost significance, 
illustrating the determination with 
which the marine-writing companies are 
endeavoring to circumvent the taxation 
handicaps placed upon them by the 
individual states throughout the coun- 
try. Not only have the two offices above 
mentioned made formal application for 
admission to the District of Columbia 
but a leading underwriter informs The 
Eastern Underwriter that practically 
every company in the local marine dis- 
trict will shortly follow suit. 

Foremost among the liberal features 
of the Edmonds Bill is the provision 
for taxing marine companies upon a 
basis of net profits rather than gross 
income as is the system now in New 
York State and practically all other 
states. Agitation for relief in this dl- 
rection has been continued in this state 
for several years with small succeas, 
and the Edmonds Bill represents the 
fruit of efforts concentrated finally up- 
on Congress for removal of the differ- 
ential existing between the British and 
American systems of marine insurance 
taxation. The American Institute of 
Marine Underwriters early this year 
attempted to persuade the New York 
State Insurance Department to draft 
provisions in the proposed marine bill 
making amendments in the taxation 
clauses. These efforts proved unsuc- 
cessful due to a shortage of time in 
which to harmonize the underwriting 
and brokerage interests, and to allow 
Superintendent Stoddard to study the 
proposals. 

The magnetism in the Edmonds Bill 
will not end in the closing of any New 
York marine underwriting offices and 
the toting of bag and baggage to the 
District of Columbia but underwriters 
are confident that after the preliminary 
requirements incident to admission 
have been fulfilled large amounts of 
marine insurance will be placed through 
Offices there instead of through New 
York. This will effect principally busi- 
hess originating outside of this state. 
In the event that several states do not 
follow in the near future the lead of 
Congress it is presumed that Washing- 
ton will become, the center of a thriv- 
ing marine insurance community of 
agents. 

Governed by the taxation features of 
the Edmonds Bill marine insurers ult!- 
Mately will be able to offer lower rates 
to their assureds and to others now 
obtaining coverage in the foreign mar- 
kets where companies do not have to 
shoulder the tremendous burden of in- 
equitable and unjustifiable taxation up- 
on gross income. In response to in- 
quiries several underwriters state that 
especial advantage will be derived on 
cotton and grain accounts, and upon 


the products, either manufactured or 
agricultural, coming from southern and 
western states. 

One underwriting office reports that 
on certain cotton accounts taxes are 
now paid to three states, aggregating 
In all more than five per cent of the 
premium income. The state where the 
risk originates first grabs its share, 
then New York secures a slice because 
the head underwriting office is here, 
and finally one of the New England 
commonwealths benefits by virtue of 
re-insurance contracts with companies 
there. 

New York State is threatened with 
the loss of considerable revenue if the 
District of Columbia unchallenged is 
allowed to attract accounts because of 
the fair and progressive laws in force 
there. The marine underwriters will 
leave no steps upturned to reduce their 
expenses to the lowest limit possible 
to place them in a position of economic 
parity with their many competitors in 
the European markets. 

Fundamental changes in the bill are 
the following: 

Substitution of a sys‘em of net profits 
taxation for marine insurance instead 
of taxing gross premivms. 


Establishment of the multiple insur- 
ance principle so that American com- 
panies may be permitted to transact all 
kinds of insurance other than life, 
surety and bonding. The limitations, 
not in actual conflict w’th the original 
aims of the Government, were intro- 
duced following the Commissioners 
Convention in New York last December. 

Enlargement of reinsurance facilities 
to permit direct writing companies to 
exchange business with other com- 
panies if meeting proper standards of 
solvency so freely as to make the re- 
insurance automatic and _ practically 
national in scope. 

Removal of existing limitations on 
the financial powers of companies 
which hamper operations in foreign 
fields by permitting credit for deposits 
made in other countries over the legal 
reserve liability as an asset in the 
company’s home statement. 

Following is a statement from Com- 
missioner Lewis A. Griffith on the situ- 
ation in Washington: “No companies 
have applied for agency license under 
the recent marine insurance law, but 
five companies have written for infor- 
mation, and the necessary blanks on 
which to make application. 

“T have no doubt but what in a very 
short time quite a number of com- 
panies will apply for licenses under the 
Marine Insurance Act, but while Con- 
gress has passed this law, it has not 
provided any means by which the ma- 
chinery can be put into operation. 1 
hope, however, in a very short time 
to have the business in a more satis- 
factory condition.” 


REPORT TWO NEW COMPANIES 





One Direct Writing Marine Company 
and One Marine Reinsurance Com- 
pany Being Formed in Washington 





Two new marine insurance com- 
panies are in the process of formation 
in the District of Columbia, one for 
direct insurance and one for reinsur- 
ance, according to information received 
from Congressional sources. These 
companies plan to take advantage of 
the liberal features of the Edmonds 
Model Marine Bill for the District of 
Columbia. 





AGAINST MASTERS’ INSURANCE 





Some Marine Underwriters Fear Unem- 
ployment Insurance Might Re- 
duce Carefulness 





The proposition suggested by a Brit- 
ish insurance company that ship mas- 


ters be granted a form of unemploy: 
ment insurance when disqualified for 
service because of an accident, has at- 
tracted attention in this country. It is 
not viewed with outspoken favor, some 
marine underwriters seeing in this form 
of insurance an increase in the moral 
hazards of ocean hull and cargo under- 
writing. 

Should the insurance be limited to 
£1,000 for each individual, this being 
the amount originally named by the 
venturesome British company, the dan- 
ger of dishonest use of the insurance is 
minimized, On the other hand, if other 
companies should undertake this form 
of coverage and underwrite for larger 
amounts as is usually the outcome, the 
possibility of loss to all forms of marine 
underwriting increases rapidly. With 
the guarantee that their actions were 
protected by insurance against personal 
financial loss, certain none too scrupu- 
lous masters, tiring of sea life, might 
either carelessly or deliberately allow 
some misfortune to befall their vessels. 
That such is within the realm of reason 
is supported by shipping history during 
the last two years, when Greeks, other 
Europeans and even some American 
masters have been the subjects of accu- 
sations of dishonesty. Compulsory 
health insurance, general unemployment 
insurance, and such forms of indemnity 
which afford profit to policyholders dur- 
ing periods of protracted illness or un- 
employment and tend to paralyze initia- 
tive, ambition and carefulness meet 
with the disapproval of American in- 
surers. 





AUTO CONFERENCES MERGE 

The Eastern Automobile Underwrit- 
ers Conference and the New England 
Underwriters Conference this week ap- 
proved the proposal to amalgamate un- 
der the name of the Eastern conference. 





ROSSIA QUITS ALL MARINE 
The Rossia, of Hartford, which last 
year withdrew from the direct marine 
underwriting field, has now discon- 
tinued marine re-insurance. 











GENERAL AGENTS WANTED 





Organized 1824 


UNITED STATES LLOYDS, Inc., 
of NEW YORK, N. Y. 


Organized 1872 


1-3 So. William St. 


Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


Incorporated 1918 


APPLETON & COX, Inc., Attorney 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 


Incorporated 1886 
THE TOKIO MARINE AND FIRE 
INSURANCE CO. 
LTD., OF bb JAPAN 


(Marine Department 
Incorporated 1879 


NEW YORK 






































Inadequate Rates 
Hurting Hull Market 


OPINIONS OF HENDON CHUBB 





Syndicates Have Reduced Rates and 
Values, But Not to Meet Profitless 
Levels of Foreign Competition 





Hendon Chubb, one of the most well 
informed of American marine under- 
writers, gave his impressions of the 
hull market, including prospects for the 
future and reasons for the inactivity at 
the present time, in his report, as 
chairman of the underwriting commit- 
tee, to the American Marine Insurance 
Syndicates at the annual meeting of 
the stockholders. 

“One year ago the report made by 
the managers indicated that the situa- 
tion had greatly changed since the Syn- 
dicates commenced accepting business,” 
said Mr. Chubb, “the change being due 
to the falling off in the value of the 
tonnage insured and the increase in 
competition. These same conditions 
have held and been accentuated during 
the twelve months just past and prac- 
tically all fleets have had to be renewed 
at a reduction of from 40 to 50% in 
value, while there has been during the 
same period a marked decrease in the 
cost of repairs yet this has not been 
commensurate with the reduction made 
in the cost of insurance. 

“In addition a large number of ves- 
sels have been laid up out of commission 
and the reduction in premium income 
brought about by these two causes has 
in turn resulted in increasesi competi- 
tion for the remaining business. Dur- 
ing the past twelve months not only 
have there been no sales by the Gov- 
ernment on the part payment plan con- 
templated when Syndicate ‘B’ was 
formed, but many of the vessels al- 
ready sold have reverted to the Govern- 
ment so that the present premium in- 
come of ‘B’ Syndicate is almost neg- 
ligible. The managers faced with this 
difficult situation have felt it neces- 
sary, as far as possible, to meet the 
competitive conditions and have agreed 
to reductions in values and in rates 
where there seemed any possibility of 
the business resulting in profit, but there 
have been many fleets where the terms 


offered by competing markets have 
been such that it has seemed neces- 
sary to the managers to let the busi- 


ness go to the competing market. 
“In one instance, at least, their in- 


sistance upon an adequate rate has 
been justified for of the entire insur- 
ance of one million two hundred and 
fifty thousand ($1,250,000) dollars 


placed on the steamer ‘Northern 
Pacific’ not one dollar was placed with 
the Syndicates, the whole amount hav- 
ing been absorbed by the foreign mar- 
ket at a very considerable reduction 
from the rate quoted by the Syndicates. 
It is impossible to prophesy as to the 
future but it seems as though the bot- 
tom of the market must have been 
reached, but it is useless to hope for 
any definite improvement until the les- 
son taught by inadequate rates has been 
more thoroughly absorbed by competing 
markets. In the meantime the Syndi- 
cates must be content with a very mod- 
erate business but keep intact the large 
facility they offer for those desiring to 
place their business in the American 
market.” 


LOVE !S SATISFIED 

W. J. Love, vice-president of the 
Shipping Board, in charge o? traffic, 
informs The Eastern Underwriter that 
“T cannot say anything specific to you 
at the moment, except that the negotia- 
tions presently going on befween mv- 
self and the marine cargo underwriters 
are progressing most favorably, and as 
they are being gone into in a business 
like way, I am sure that the ultimate 
result will be bencficial. There should 
be some actual developments in the 
next two weeks.” 
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United States Salvage Association 
Survey and Repair Work Increasing 





Report of Progress Made Since Organization of the Syndicates 
Proves Its Usefulness; Repair Costs Radically Cut 


Following is an exhaustive descrip- 
tion of the work accomplished by Syn- 
dicate “A” and its successor, the United 
States Salvage Association, since its 
organization. The report was written 
by Acting Manager Lawrence J. Bren- 
gle, and submitted by him at the annual 
meeting held March 9th: 

Part of the report follows, from which 
will be seen that the work undertaken 
by this association has been conducted 
along broad and practical lines, and the 
operations have not been confined to 
local developments only, but this asso- 
ciation aims to continue its establish- 
ment of agencies in the principal mari- 
lime ports of the world, in order that 
its facilities may be of valuable service 
to the United States Shipping Board, 
underwriters and shipping interest in 
general. 

On November 1, 1921, United States 
Salvage Association, Inc., actively took 
over the work of Syndicate “A” and the 
Syndicate “A” personnel. Coincident 
with this change, Mr. Charles R. Page 
resigned from the managership of Syn- 
dicate “A” and the United States Sal- 
vage Association, Inc., his resignation 
taking effect as of January 1, 1922. The 
present report is mainly concerned with 
the business of these organizations dur- 
ing the period of Mr. Page’s term of 
office. 

The greater visible effort of Syndi- 
cate “A” and the United States Salvage 
Association, Inc., during the period sub- 
sequent to the last annual meeting, in- 
sofar as organization work is concerned, 
has been in the foreign field. We have 
up to March 1, 1922, appointed agents 
at eighty-eight ports. South and Central 
America and the West Indies are prac- 
tically completed, and our representa- 
tives in the United Kingdom, France, 
Spain, Portugal, Norway and Sweden 
are likewise established at practically 
all the important ports. Our main ef- 
forts at present are directed at finding 
suitable agents in Germany, the Levant, 
Africa, Asia and the East Indies, 

We have endeavored, as far as pssi- 
ble, to place our interests in the hands 
of established business houses in the 

hipping trade, giving preference to 
American firms or individuals wherever 
they are available. At a good many 
ports where it was impossible to secure 
Americans, we have appointed well 
known native or foreign firms. 

Our foreign agents to date have 
handled forty-two damage cases for us. 
The majority of these have been at 
Havana, Cuba, which has produced thir- 
teen. We have had several at Bermuda 
and Balboa, one at Shanghai and vari- 
ous others scattered around at the vari- 
ous ports. Of these foreign cases twen- 
ty-five have been for private account 
and seventeen for the account of the 
United States Shipping Board. 

Domestic Damage Surveys 

Of damage survey work handled by 
cur branch offices and agencies in the 
United States, we report as follows: 
Since beginning business up to Febru- 
ary 1, 1922, we*have made a total of 
3,049 damage surveys. Of this number 
2,507 were made during 1921. Included 
in this total were 786 damage surveys 

“for private account and 2,263 for the 
United States Shipping Board. 

New York, as might be expected, has 
nroduced the greatest volume of work, 
having made 1,194 surveys. New Or- 
leans ranks next in importance, with 
141, while the other offices follow with: 
Norfolk 321, Baltimore 217, Galveston 
°01, Boston 159, Savannah 152, Seattle 
61 and San Francisco 47. 

The latter half of 1921 saw a steady 
decrease in the number of United States 
Shipping Board vessels in commission, 
and this naturally reacted in cutting 
down our damage and condition survey 
work for the board. June was our busi- 
est month in 1921, when we handled 215 


damage surveys and 208 condition sur- 
veys. 

Jannary 1922 shows a very considera- 
ble increase in the number of surveys 
made, with 249 damage surveys and 104 
condition surveys. A gratifying feature 
of January’s business is the number of 
private surveys which appear there, 
namely ninety. This is the largest 
number we have handled to date during 
anyone month. 

While dealing with the subject of 
damage surveys I would like to read a 
report prepared by Mr. Foley showing 
the general trend of repair conditions 
during the past twelve months, as fol- 
lows: 

Repair Conditions for Past 12 Months 
“March 7, 1922. 

“Reviewing repair conditions for the 
past twelve months, I am of the opin- 
ion that repairs are now being carried 
out for 50% less than they were a year 
ago. This applies especially to the New 
York district, where the dry dock rates 
were reduced last June from 16c and 
14c to 5e straight, and labor rates cut 
15% in August, with a further reduction 
of 10% in February of this year. 

“The dry dock rates in the Norfolk 
and Philadelphia districts were reduced 
last month from 14c¢ and 12c¢ to 10c¢ 
and 8c, 

“The low cost of repairs is primarily 
due to the scarcity of work and the 
heen competition for same, and where 
competitive bids are asked from a num- 
ber of repairers, the majority of bids 
received are reasonable, but one bid 
may be 25% to 30% below the others, 
and at such a figura that the successful 
bidder cannot hope to make any profit. 
This condition is likely to continue and 
low prices be obtained until the volume 
of repair work increases. 

“The total volume of work now 
handled is higher than any previous 
month’s, except April and June of last 
year, our private survey work having 
shown a steady increase and is now 

30% more than it was a year ago. 

“The number of U. S. Shipping Board 
vessels in commission in March, 1921, 
was 870, and fell to 399 in November, 
but is now 435. We are, however, mak- 
ing on these vessels alone an average 
of 150 damage surveys and 100 condi- 
tion surveys per month. 

“The selling price of new cargo ton- 
nage has dropped approximately 60% 
in the past twelve months, and is now 
about $35 per d.w. ton. It is almost 
impossible to state the replacement 
value of vessels, as there have been 
practically no contracts placed recently 
for new tonnage. 

“We have been called in on the fol- 
lowing salvage cases: 

Tug South American, sunk at New 

Orleans; 

Steamship Catahoula, sunk at Bal- 
timore; 

Dry Dock Pontoon, ashore at Squib- 
nocket Beach (Martha’s Vineyard) ; 

Submarine S. 48, sunk in Long 

Island Sound; 

Steamship Garfield, ashore at Puer- 
to Colombia; 
Tug Humerick, sunk at Hog Island; 
Tug Talisman, sunk Fifty-third 
street, Brooklyn, 
all of which were successfully salved, 
with the exception of the steamship 
Garfield, on which operations have not 
yet been completed. 

“Operators of vessels are of the opin- 
ion that business is improving, the indi- 
cations being that the low point has 
been passed, and that the volume of 
shipping will gradually increase.” 

Salvage Cases 

Mr. Foley has made mention in his 
report of the various cases in which we 
have been engaged to advise in connec- 
tion with salvage operations, as this 
phase of our work has begun to assume 
some prominence. We took active part 
in the salving of the dry dock pontoon 


BRITISH HULL INSURANCE 

It is evident that shipowners are 
making a determined effort to reduce 
the cost of their insurance bills for the 
current year. Risks recently placed in 
the market show a marked tendency 
towards a large reduction in value, 
without any adequate increase in the 
rate being made to compensate for the 
increased ratio of particular average 
claims. An instance of this may be 
given with regard to a risk recently 
renewed in which the value on last 
year’s policy has been reduced by one- 
half, but the rate has only been in- 
creased to the extent of a few shillings 
per cent to bring it to a round figure, 
previous manipulations having left it 
with some odd shillings over the near- 
est £. 

it is noticeable in such cases that 
many underwriters prefer to come off 
the risk, rather than court the loss 
which appears inevitable on the con- 
ivracts which are now being offered 
them. Unfortunately the market is still 
big enough to absorb all the business 
which has to be placed, despite the ab- 
stention of the careful few, so that 
brokers jare able to complete their 
oicers without having to pay increased 
rates. This state of affairs will not 
continue, however. Either the cost of 
repairs will come down until hull in- 
surance at current rates becomes profit- 
able once more, or the number of un- 
derwriters who will not write cheap 
business will grow until there is not a 
suflicient market for the business to 
be placed.—The Policy-Holder. 

LAKE SEASON OPENS 

The Great Lakes season opened Sat- 
urday for the marine underwriters. 
Some vessels already have been moving 
about Lake Erie and Lake Ontario but 
navigation from Buffalo to Duluth is 
reported as closed by the ice which re- 
mains on Lake Superior until about 
May 1. Ore and grain shipments are 
ready to proceed as soon as the ice 
danger is minimized by a few days of 
warm sunshine. Last week a small 
vessel succeeded in navigating down 
the St. Lawrence to Montreal. 





FIX MINIMUM AUTO PREMIUM 

To guard against financial losses inci- 
dent to writing automobile policies of 
small amounts the Eastern Automobile 
Underwriters’ Conference has ruled that 
the minimum premium be at least $7.50 
for any form of policy subject to the 
discounts for certain forms of coverage 
and safety appliances. The cost to 
underwriting departments for handling 
policies is the same as for the larger 
policies because an identical amount of 
clerical work is involved. The minimum 


premium rules became effective last 
week. 











ashore at Squibnocket Beach, represent- 
ing the interests of all the underwriters 
concerned. At present we have a sal- 
vage officer on his way to Puerto Co- 
lumbia to assist in floating the steamer 
Garfield, ashore near that port. A re- 
cent case which we handled for the 
Shipping Board is the tug Talisman, 
which was sunk at Fifty-third street, 
Brooklyn, last week. We were called 
in by the board on Saturday, the 4th, 
to supervise the salvage arrangements. 
The tug was floated on Monday, the 6th. 
Condition Surveys 

From April 1, 1921, up to and includ- 
ing February 1, 1922, we made 1,344 
condition surveys for the United States 
Shipping Board. Of this number 1,240 
were made during 1921 and 104 in Janu- 
ary, 1922. i 

We want to again emphasize this fea- 
ture of our work which was prominent- 
ly mentioned in our last annual report. 
We are making these periodical sur- 
veys on all Shipping Board owned ves- 
sels which are being operated under the 
Managing Owners’ Agreement or on a 
bareboat charter basis and also on those 
vessels which have recently been sold 
on the deferred payment plan. These 
surveys are the most thorough that can 
possibly be made without the “opening 
up” of the vessel’s machinery, 


Syndicate Proposals 
With Shipping Board 


NO GENERAL RATE REDUCTIONS 





Cuts Compatible With Experience Will 
Be Made; No Attempt to Outbid 
Foreigners at Disastrous Rates 


Accompanying the financial state- 
ments for the American Marine Insur- 
ance Syndicates, published recently in 
The Eastern Underwriter, and present- 
ed to the Syndicate subscribers at the 
annual meeting, is a review of hull in- 
surance conditions by Lawrence J. 
Brengle, acting manager and head un- 
derwriter, Extracts from his report, 
which is an interesting’ reflection of con- 
ditions in this branch of marine under- 
writing, and which embraces also cer- 
tain proposed rate amendments with re- 
gard to Shipping Board vessels, follow: 

The last six months has demonstrated 
that the past must not be taken as an 
indication of what the future will bring 
forth. Values have fallen to a very low 
basis; the competition of the world’s 
markets has been very severe, so much 
so that we have felt it wiser to allow 
certain fleets to go by rather than to 
accept them at rates below cost. 

There has been practically no ac- 
tivity in Syndicate “B” for almost a 
year, due to the Shipping Board’s in- 
ability to sell their vessels. In connec- 
tion with the operation of Syndicate 
“B”’, your managers have been ap- 
proached on numerous occasions by 
the Shipping Board, who sought some 
relief in the scheduled rates, which had 
been determined upon on vessels sold 
by the board, to more nearly represent 
the cost of insurance in the world’s 
markets. To this end many interviews 
and conferences have been held with 
the representatives of the Shipping 
Board, with a view of formulating some 
plan which would enable the board to 
secure insurance at rates which would 
be low enough to enable the vessels to 
be operated. 

In this connection your managers 
have recognized the situation under 
which the Shipping Board is working, 
and that the Shipping Board feel that, 
in selling their boats, they cannot ask 
the owners to pay a materially higher 
rate to the Syndicates than that at 
which the owners could obtain insur- 
ance in the competitive markets of the 
world. 

At the same time it was pointed out 
to the board that the marine insurance 
markets of the world were, to a large 
extent, in a demoralized condition, and 
that business was being done in foreign 
markets at rates considerably below 
what has been current for some years, 
although the weight of evidence is that 
the hull business for those years was 
done at a loss. 

Under these circumstances your man- 
agers were unwilling to agree to a gen- 
eral reduction in rates as desired by the 
Shipping Board, with the result that a 
plan has just been formulated which, 
briefly, is as follows: 

1. Where a private owner’s interest 
is written in “C”, the same rate will be 
quoted in “B” for the government’s in- 
terest. 

2. Where a private owner’s interest 
is placed with underwriters other than 
“OC”, Syndicate “B” will quote for the 
government’s interest the same rates 
as would have been quoted for the own- 
er’s interest if insured with Syndi- 
cate “CO”. 

All obligations to place such insur- 
ance with “B” being suspended, and 
the government and owners being at 
liberty to place the insurance in the 
world market if so decided in, each case 
by the Shipping Board. 

The foregoing will be submitted to 
the subscribers for consideration in ac- 
cordance with the articles of agreement, 
and will be finally dealt with at a sub- 
sequent meeting. 





> 


pr 


h 
t] 
a 
b 
n 
li 


sd 


amet af &© == ee 2 ofa = «+ 


eee eS 





eee eee ee eS SS hh LU! ULelUm™ 


e 





April 21, 1922 


THE EASTERN UNDERWRITER 











CASUALTY AND SURETY NEWS 





Have New Code For 
Elevator Safety 


RESULT OF FIVE YEARS’ WORK 








Insurance Companies Join With Indus- 
trial Commissions and Others in 
Its Preparation 





Governing what is called the greatest 
transportation system, American engi- 
neers have devised a code to safeguard 
the millions carried daily by the na- 
tion’s elevators. Development, now 
complete, of this safety code for eleva- 
tors, as it has been officially styled, 
was the work of more than five years, 
during which industrial boards and com- 
missions in many states, the United 
States Bureau of Standards, the Ameri- 
can Institute of Architects, insurance 
companies and manufacturers co-ope- 
rated with the society’s committee, 
headed by John W. Upp of the General 


Electric Company, Schenectady, N. Y. 

In this country, it was stated, there 
are about 156,000 elevators, and the 
code is designed to apply to all of these. 
New York City leads with 18,000 and 
Chicago is second with 9,000. Accord- 
ing to the chairman of the committee 
the elevators of New York daily trans- 
port 6,000,000 passengers, more than all 
the railway and street transportation 
systems combined. 

These figures, supported by the 
United States Bureau of Standards, in- 
clude, according to the statement issued 
by the American Society of Mechanical 
Engineers, through Clifford B. Le Page, 
assistant secretary in charge of the 
society’s research standards and techni- 
cal committees, both passenger and 
freight elevators embracing all of the 
different types. 

About 62,000 elevators in the United 
States, the experts found, are operated 
electrically. There are about 20,000 
hand-power elevators, the remaining 
23,000 power elevators being of the 
hydraulic, steam and belted type. 


Heavy Toll of Human Life 


Reduction of accidents with their 
heavy toll of human life is the aim of 
the elevator safety code. “The larger 
a city is and the more congested the 
business district the greater will be the 
number of elevators per thousand popu- 
lation,” said the society’s statement. 
“Safe as modern elevator travel is, 
there are still a large number of eleva- 
tor accidents. The number of fatal ac- 
cidents throughout the country reported 
by press clipping bureaus for a period 
of five and one-half years was 978, while 
the non-fatal accidents totaled 1,386. 

“It is safe to assume that the total 
accidents in the entire country during 
this period was at least twice this num- 
ber. New York City alone, according 
to the Coroner’s records, killed not less 
than 721 persons in a period of two 
years inclusive, while Chicago lists 401 
fatalities for a period of thirteen years. 

“Contrary to popular opinion, only a 
very small percentage of the total num- 
ber of accidents are due to the drop- 
ping of the elevators; certainly not over 
6% are attributable to this cause; mod- 
ern safety devices and higher factors 
of safety for cables have practically 
eliminated falling cars as a source of 
accident.” 





C. H. TOMPKE DIES AT LUNCH 

C. H. Tompke, assistant manager for 
the Denver branch of the National 
Surety, died suddenly while at lunch 
one day last week. Mr. Tompke had 
a record of twenty years of efficient 
service for the company and his death 
is mourned throughout the entire or- 
ganization. 


Don’t Take $45,000 
Reward Seriously 


ECHO OF DIAMOND ROBBERY 





Should First Put Up Money, Says 
Burns; Figures Too High, Says 
Luisi 





Insurance men, detectives and lawyers 
in the William Street district do not 
take very seriously the advertisement 
of a reward of $45,000 “with no ques- 
tions asked” made by Leo Sherman, of 
89 Fulton street. Sherman says he fell 
in a faint on the Brooklyn Rapid 
Transit platform at Fortieth street and 
Broadway; that when he became con- 
scious which was in Bellevue Hospital 
he found diamonds formerly in his pos- 
session alleged to be worth $100,000 
were missing. He began his reward 
offers with $2,500, gradually boosting 
them until the $45,000 offer was 
reached. He told reporters this week 
that all clues and offers to return the 
diamonds and claim the rewards would 
be turned over to the Burns Detective 
Agency. 

At the office of the agency Raymond 
J. Burns said that the first step in a 
$45,000 reward offer might reasonably 
be to put up the $45,000, but even 
if that were done, which it had not 
been, how would the jewels be deliv- 
ered and the payment made, he re- 
garded as questions worth considering. 
And then that “no questions asked” 
thing might go in a newspaper ad, but 
he doubted if it would carry much 
weight in the police station or the court 
room. 

What a Reporter Found 

A daily newspaper reporter who 
started out to run this reward and 
robbery story to the bottom, especially 
in the burglary insurance end, had 
rather a difficult time. Here’s his ver- 
sion of his investigation: 

Mr. Sherman said that the insurer 
was Lloyds of London and that he had 
acted through Herman Adler of 68 Wil- 
liam street. 

“I know nothing about it,” said Mr. 
Adler. ‘‘There is another Herman Adler 
and he must be the man meant.” 

When the matter was referred to Her- 
man Adler of 71 Nassau, another in- 
surance man, he said: 

“You have the wrong man, You want 
Herman Adler of 68 Nassau.” 

Gerard Luisi of 16 Exchange Place, 
an investigator for insurance compan- 
ies, said that he investigated the claims 
against Lloyds, but that he knew noth- 
ing of any offer of a reward by Lloyds 
in this case. 

“IT don’t believe that they have any- 
thing to do with such a reward offer,” 
he said. “It is ridiculous. We once 
offered a $5,000 reward for the return 
of property worth $76,000 and that is 
about the limit of a sensible reward. 
Any larger one would encourage crime.” 

When an effort was made to discuss 
these statements with Mr. Sherman, he 
said: 

“T must decline to discuss this sub- 
ject any further.” 
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Bond Companies Left 
Gen. Semenoff in Jail 


HAVE NO SYMPATHY FOR HIM 





One Company Which Was Surety For 
Few Hours Quickly Got Off 
And Reprimanded Agent 





While General Semenoff, the Cossack 
ataman, languished in Ludlow street 
jail, his attorney, John Kirkland Clark, 
formerly counsel for the Life Under- 
writers’ Association of New York; and 
some of his personal friends here of 
the old Czaristic regime, tried their 
best to induce representatives of surety 
companies to furnish a bond, but with- 
out success. The tremendous unpopu- 
larity of General Semenoff in this coun- 
try, based upon reports of the atrocities 
perpetrated in Siberia—one paper say- 
ing that he was responsible for 30,000 
deaths there of peasants—made him 
such an unpopular risk that none of 
the surety companies would go on his 
bond. 

It will be recalled that when Sem- 
enoff arrived in New York he was met 
by a delegation of deputy sheriffs who 
arrested him in a civil suit brought by 
a New York corporation which claims 
the general stole about $500,000 of 
goods of the company stored in the 
Far Fast. After chasing around, hunt- 
ing a bondsman for some hours, an 
agent of the Fidelity & Deposit, named 
‘isenstein, furnished a $25,000 bond 
taking as security the general’s pass- 
port, his transportation on the Aqui- 
tania and his twenty year old wife’s 
$20,000 necklace. This was done with- 
out the knowledge of the 120 Broadway 
office or the home office in Baltimore, 
who had the first information when 
they read the story in the newspapers. 
The bond was surrendered and Hisen- 
stein, it is reported, was reprimanded. 
EKisenstein’s office is at 305 Broadway. 





The Pittsburgh Association of Cas- 
ualty Managers meets the second Tues- 
day of each month. 
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FREDERICK RICHARDSON, United States Manager 
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Revision of New York 
Compensation Act 


BILL SIGNED BY GOV. MILLER 








Sixty Day Period for Medical Treat- 
ment Out; What Miller Said in 
Special Message 





Governor Miller has signed the Work- 


men’s Compensation Dill revising the 
law. 


The sixty-day period for medical 
treatment of injured workmen is out 
and a new provision requires the em- 
ployer to furnish medical care for as 


long a time as is required. The em- 
ployer is protected by requiring every 
physician to report to him the nature 
of injury and treatment required. 

Definite provision is made for pay- 
ment of compensation for 150 weeks for 
loss of hearing, the list of occupational 
diseases has been enlarged and the 
procedure for proving a claim has been 
simplified. Failure to insure employees 
is punishable by $500 fine or imprison- 
ment for one year. 


In signing the bill Governor Miller 
made a memorandum reading in part 
as follows: 


“Great difficulty has been experienced in pros 
ecuting non-insured employers due to the ina 
bility of the enforcing authority to obtain proof 
that would stand in court of such non-insurance. 
This bill provides that the Commissioner may re 
quire any employer to file a statement with 
regard to his insurance, and failure to file such 
information within ten days shall be deemed 
presumptive evidence that the employer has not 
complied with the law. Upon any subsequent 
prosecution the burden of proof is on the em 
ployer. This provision should result in more 
effective measures to prevent the evil of un- 
insurance. 

“One of the most important amendments 
makes it impossible for an insurance company 
that has accepted a premium for insuring under 
the compensation law to later deny liability on 
the ground that the employment is not unde 
the compensation law. 

“Another important amendment places upon 
a contractor the liability for the compensation 
for an injured employee of any sub-contractor 
unless the main contractor sees to it that the 
sub-contractor carries compensation insurance. 

“The bill also provides that city authorities or 
any other public authorities who are required 
to issue permits before building work, street 
openings or other work is begun must require 
proof that the contractor has complied with the 
compensation law. 

“A very far reaching amendment provides that 
employers and employees engaged in maritime 
work may elect to come under the compensation 
law, authorizing the industrial board to make 
awards of compensation in such cases and per- 
mitting the State insurance fund and other in- 
surance carriers to insure such liability. 

“The measure also provides for the appoint 
ment by the Governor of an advisory committee 
of State fund policy holders, who shall have 
the right to inquire into and advise in regard 
to all matters pertaining to the fund. Such a 
committee ole disarm suspicion that the State 
fund is managed for political control. With its 
lower rates for compensation insurance the State 
fund should write a much greater volume of the 
compensation insurance than it does, and by 
effective competition become a regulator of in- 
surance rates in this field of compulsory insur 
ance.” 





AIRCRAFT FIGURES 
The Home aircraft figures for 1921 
were: premiums $26,894; losses $57,077. 
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Woodbury Elected U.S. F. & G. Sends 
Junior Vice-President Out a Golf Circular 


STATIONED AT HOME OFFICE PREMIUM IS-~ $3.30 A YEAR 











Pacific Mutual Life Promotes Capable Protects Loss Up to $5,000 For One 








And Popular New York Manager; Accident; $10,000 for More 
Snowden New Manager Than One 
Frank R. Woodbury, manager in New The United States Fidelity & Guar- 


“eee ee —o ee ‘ ife . anty is circularizing the town on golf 
Fork tor the Focitc Metagl iste i insurance. Kearn J. Mullen’s letter on 
the subject follows: 

fornia, has been elected a junior vice- “Did you recently read in a news- 
president of the company and will be paper where a golfer is being sued in 
second assistant superintendent of the sum of $85,000 by the father of a 
agencies. Mr. Woodbury will assume caddie who was struck in the eye by a 
his new duties on June 1. He will be golf ball? I know of another case where 
succeeded in New York by W. B. Snow- a golfer accidentally killed a member 
den, the present assistant manager, golfer with a golf ball, by fracturing 
who will become manager on May 1. his skull, and is now being sued for a 

M. Woodbury has made a host of large sum by the widow. 


surance Company of Los Angeles, Cali- 


friends in the nine years which he “During the past year numerous acci- 
has spent in New York City as manager dents happened on the golf course. In 
of the company’s agency for Greater order to provide protection for you in 
New York. His many friends will be your various sporting activities, we 
, : © > 20CQ. y ’ 
pleased to learn of his promotion but have placed on the market a golfer’s 


will regret that his new duties will and sport policy to cover such accidents 
ot el his moving to Los Angeles, just mentioned, wherever they may 
setween May 1 and June 1, Mr. Wood- occur. ; ; 
bury will be busy preparing to leave ; This policy is issued at a premium 
and to establish himself and his family Of $3.30 per year, or $7.70 for three 
in their new quarters in the “City of Years. It protects the golfer against 
the Angels.” loss up to $5,000 for one accident, and 
it was in 1906 that Mr. Woodbury $10,000 for more than one accident on 
began his insurance career. He accept- account of someone being injured or 
ed a position with the Pacific Mutual killed by the golfer whether he be play- 
Life at the home office. Later he was ing golf or other games of amusement. 
promoted to the agency department : 
and for four years was agency auditor Woodbury on May 1. He has been con- 
with headquarters in Chicago. He came nected with the agency since March, 
to New York in 1913 as manager for 1915, and has been assistant manager 
the company’s agency for Greater New for the past seven years, Mr. Snowden 
York. His splendid work here brought came to this country from Eng'‘and in 
him an enviable reputation in accident September, 1911. Previous to leaving 
insurance circles and his efficient, capa- England he was an agent for the Pru- 
ble and loyal service has been recog- dential of England. In February, 1917, 
nized by this well-merited promotion to Mr. Snowden enlisted in the United 
the executive staff of the home office. States Army and served until April, 
W. B. Snowden will succeed Mr. 1919. 

















is approximatel 33 per share. This does not 
New Amsterdam To include the a oe and good-will, which 
e we estimate is worth not less than $5 per share, 
Increase Its Capital one the real value of our stock about $38 

per share. 
Our dividends are paid entirely from the in- 
STOCK WILL BE $1,500,000 terest on investments, and after paying dividends 
at the rate of 19% annually, we will have re- 
maining about $100,000 of our interest income. 
New Stock Offer Will Be At $30 a We earn about 26% on our capital stock from 


investments alone. 








Share; Right to Subscribe We look forward to a continued eigen og of 
p our business and enhancement in the value o 
Expires May 10 our stock, and consider this new issue a very 


attractive investment. 


. Thanking you for the co-operation you have 
The New Amsterdam Casualty is to given us heretofore, and soliciting a continuance 


increase its capital from $1,250,000 to of same, we remain. 


$1,500,000. President J. Arthur Nelson 
has written this letter to stockholders: EXECUTIVE OFFICE ON COAST 


To Stockholders of the George W. Allen has been appointed 
New Amsterdam Casualty Company: assistant to the president, according to 
Enclosed is formal notice of a special meeting @2 announcement of President W. B. 
of a % to st es0 G00 Ine eOn OD, _ Joyce of the National Surety Company, 
capital stoc rom $1 to $1 y ‘ 
the issuance of 25,000 new shares. The _ in- and will represent President Joyce per- 
crease has the unanimous approval of our Board sonally in all coast matters with plenary 
of  einchongpin and is ag sega Oi — - - powers. His headquarters will be in San 
ee or profitable use of addi Francisco. Mr. Allen has been general 
Our business continues to expand. For the agent for the State of Washington for 
—— peter e this year it a 10% erent the National Surety for the past eighteen 
than during the first quarter: o ast year e ¢ 7 * 
have had a very substantial gain in surplus,— years. This agency will continue with 
over $100,000 from operations and over $100,000 Robert Whyte as manager. Mr. Allen 


by enhancement in market value of securities. is well-known on the Coast, where he 
After increasing our capital our statement will 4 





be approximately: is considered an able surety man. He 
Rapital cheek eee ee $1,500,000 was at one time associated with Frank 
SEN oc Sade reels 1,400,000 L. Gilbert in the National Surety’s office 
ee, SES er Croan arte 9,000,000 in San Francisco. 


The new stock is to be offered to stockholders 
of record as of May Ist, at $30 per share, and 
you are entitled to subscribe for an amount equal MOVES TO LARGER QUARTERS 
to — of your present holdings. <A syndi- 
cate of bankers will purchase all stock not taken The State Surety Bond Bureau main- 
a ge ee ate may know promptly how tained by the American Surety Com- 

0 es e 2 
much stock they are to get, we request you to pany for the convenience of contractors 


fill ot the sub-joined subscription blank and and others interested in state work has 

send it to us when you mail your proxy. been obliged to move to larger quarters 
The right to subscribe will expire May 10th, : 

and the stock is to be paid for on May 15th. and has just opened new Offices at 158 

If you are not ready to make full payment by ° State street in the building of the New 


May 15th, a payment of $5 per share may be York Telephone Company 
made on that date and the balance before June “ S 
25th, the deferred payment to bear 6% interest Farrington Smith is superintendent 
from May 15th. of the office. 

Our Directors have just increased our quar- 
terly dividend rate from 44%% to 44%, and 








the dividend zou ge Bagge _ bees. 4 Ist = ms ' TALK FORGERY INSURANCE 
44% instead ¢ 41%% as retofore. his ‘ i 
makes 190% annually. ‘instead of 18%, This is Forgery insurance was the subject of 


the seventh consecutive year our dividend has discussion at a meeting held in one of 


been increased 1%. At $30 per share the invest- the parlors of Hotel Pennsylvania Mon- 
ment pays 6 1/3%. 


The present “quick asset’? value of our stock day afternoon. 





NATIONAL SURETY COMPANY 


NEW YORK 


Financial Statement, December 31, 1921 


ASSETS 
INVESTED ASSETS: 


*Liberty Bonds (including Em- 


ployees’ Unpaid Balance)..... $3,608,055.69 
| *Stocks and Bonds and Mort- 
2ST Age aoe ee te rater 15,716,168.94 
eS PCE 17,279.70 


en ——— $19,341,504.33 
CURRENT ASSETS: 








Cash on Hand ............... $1,276,885.62 

Accounts Receivable .......... 1,083,5390.39 

Outstanding Premiums ....... 3,682,838.60 

i} eciapeectentditamaen? 6,043,254.61 

| DEFERRED ASSETS: 

| ROOT GRRE bios odie esa eS SGwko eed 222,343.28 
ig NR Sr ae ener ree $25,607,102.22 








LIABILITIES 
CAPITAL AND SURPLUS: 
Capital Steck ..cicccend suck . $5,000,000.00 
POTION eis ccvteeenniioray nara 5,763,247.22 
$10,763,247.22 
CURRENT LIABILITIES: 
Accounts Payable (Not Due)... $477,174.39 
Dividend Declared (Payable Jan- 
TT oa gic Pel: | |°.. 1) 1 na 150,000.00 
fo 627,174.39 
DEFERRED LIABILITIES: 
Accrued Commissions (Not Due).......... . 720,278.16 
RESERVES: 
For War-Income Tax and Pre- 
WN OR hand dao necusrasand - $295,790.56 
For Contingent Claims........ 3,823,878.78 
For Unearned Premiums...... 8,804,039.70 
For Premiums over 90 days past 
due (Against these premiums 
there is nevertheless carried in 4 572,693.41 
the unearned premium reserve 
the sum of $286,346) 
13,496,402.45 
TOTAL TAHARI: cccviecicccecevsces ave .. $25,607,102.22 


‘ *Insurance Commissioners Convention Values Used. 


World’s Largest and Strongest Surety Company 
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Murray Month 
“Murray Month” is the designation 
applied by the Insurance Federation of 
Pennsylvania to the month of April 
during which the members are called 
upon to secure at least one new mem- 





JAMES C. MURRAY 


ber in honor of President James C. 
Murray. His year as head of the or- 
ganization closes with the annual con- 
vention to be held at Harrisburg, May 
4 and 5, and it has been a wonderful 
year largely due to the untiring efforts 
of Mr. Murray. 
* * 
Is Untermyer to Blame? 

Probably the Royal Building burglars 
had been reading those Sam Untermyer 
stories of the $400,000,000 premiums 
which the insurance companies “illegal- 
ly collected from the assured,” and pos- 
sibly supposed that part of the loot was 
at 84 William street, that being the only 
insurance occupancy building where 
they had planted a night watchman. If 
they really wanted to make a killing in 
the insurance district they should have 
held up some broker on the Street. 

* *” * 


Royal Indemnity’s Ad 
The Royal Indemnity was right on 
the job on the day after the robbery 
with an ad in a daily paper reading as 
follows: ‘‘None are immune. Burglars 
ransacked the safes in several insur- 
ance offices Thursday night, including 
our own. Do you carry safe insurance?” 
* * A 


The “Planted” Stenographer 

That was a nerve-wracking story the 
daily papers printea that there is a 
stenographer in the district who is the 
pal of thieves and gets jobs so she can 
spot the layout of the valuables in the 
office and thus tip off the thieves. It 
sounds fine because, as everybody 
knows, the insurance offices have all 
sorts of secret panels, sliding doors and 
other magical hiding places where the 
valuables are _ secreted over night. 
Each insurance office is so differently 
constructed from the others’ that 
thieves, once inside, especially safe 
crackers, wouldn’t know which way to 
turn unless they had a guide. The fact 
that the total haul at the Royal Build- 
ing was only $4,000 in cash would indi- 
cate that the steno-tipster was not 100% 
on her job. Is she a blonde or a bru- 
nette? 








Read Enright’s Don’ts 

A singular coincidence happened in 
connection with the wholesale burglary 
at the Royal Building last week. A rep- 
resentative of The Eastern Underwriter 
called upon Assistant Manager Mackin- 
tosh and Superintendent Keeley, and 
after a business chat with them pre- 
sented Mr. Keeley with Police Commis- 
sioner Enright’s booklet on ‘Don’ts, or 
or How to Prevent Robberies.” This 
was on Wednesday, the day before the 
robbery, and from all accounts the 
watchman left the front door key under 
the mat, which is just what Enright 
warned people not to do. Hereafter 
underwriting duties on William street 
will include seeing what the watchman 
does with the door key. 

* * * 


Libeling “God’s Country” 

The boards of trade and chambers of 
commerce of Newark, Bridgeport, 
Poughkeepsie and Patchogue are hold- 
ing indignation meetings because James 
R. Garrett, manager of the National 
Casualty’s Eastern Department, begins 
a story in the “National Agents Record” 
as follows: 

“T have been in the cold and clammy 
East for a good many years.” 

Evidently, “Jimmie” Garrett has 
never been in New York City on an 
August day when the sun rays shoot 
down on William street with such veloc- 
ity that they almost burn a hole in the 
pavement. The grievance of Newark, 
Bridgeport, Poughkeepsie and Patchogue 
is that they are always boasting of the 
East being “God’s country,” despite the 
fact that the phrase is copyrighted by 
the West, the North and the South. 

* ¢ 8 


Contract Bonding Improves 

A marked improvement in contract 
bonds is indicated by favorable reports 
all along the line. Road building seems 
to have begun in earnest in an attempt 
to halt the deterioration which has been 
going on during the last two or three 
years of increasing traffic over inade- 
quate mileage. People are voting more 
money to roads in an effort to aid em- 
ployment, as well as to resume regular 
peacetime progress. 

Building construction is beginning to 
be an active factor in the country dis- 
tricts and smaller municipalities, as 
new schools are erected to house the 
constantly increasing number of chil- 
dren, Although the larger centers are 
slower, there are signs that building 
will be undertaken on a gigantic scale 
as soon as the proper machinery is set 
in motion. 

* * * 
Monopoly Never Had a Chance 

The bill to saddle on this state mono- 
polistic compensation insurance never 
had any more chance of passing than 
Rockefeller has of giving Hearst a mil- 
lion to start another penny dreadful. 
Lined up against it—-just to name a few 

were the Governor, leader of the Sen- 
ate, Speaker of the House, legislators 
galore, New York State Association of 
Insurance Agents, Insurance Federa- 
tion, all the stock companies and their 
representatives, all of the mutuals and 
the New York Insurance Department. 
Lined up for the bill were reform work- 
ers, welfare workers, labor unions and 
S. Untermyer, an attorney of lower 
Broadway. 

s & * 
“Naughty, Naughty” Circular 

Under the head of “Naughty! 
Neughty!” the Smith-Lawson-Coambs 
Company, Insurance Exchange. Chica, 
has issued a circular criticizing the 
critics of the mutuals. 








The “‘Home” of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
59-61 Maiden Lane 


Phone: John 1363 

















W. E. SMALL, President 
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When Insured in 


Georgia Casualty Company 


Sure Or SERVICE ial 9s 


Surplus and Reserves to Policyholders Over’ Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 
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The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 


CHARTERED 1874 


PLATE GLASS INSURANCE 


Eugene H. Winslow, President 
Robert A. Drysdale, Vice-Pres’t 





47 CEDAR STREET 





S. Wm. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 


RELIABLE AND ENERGETIC AGENTS WANTED 

















BUSINESS=-BUILDERS 












BOSTON 
Paid-In Capital $1,500,000 





\ DEVELOPING 
S| Fidelity and Surety Bonds, Liability Workmen’s 


Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


hscaabinsetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








O. R. BECKWITH MAKES CHANGE 
Becomes Counsel for London & Lan- 
cashire Indemnity; With Aetna 
Life Companies for Years 





Oliver R. Beckwith, one of the most 
distinguished members of the Hartford 
colony, and for some time counsel of 
the Aetna Life and Affiliated Compan- 
ies, has been made general counsel of 
the London & Lancashire Indemnity. 
He is a graduate of Cornell University 
and Cornell Law School and was ad- 
mitted to the Connecticut bar, where 
after some practice he became an ex- 
aminer of claims for the Travelers in 
1905. In 1910 he went with the Aetna 
Life organization, and from 1910 to 1915 
was executive superintendent of the lia- 
bility claim department. He became 
associate attorney of the accident and 
liability department and in 1917 was 
elected counsel. He has been one of 
the best advisers of the National Auto- 
mobile Underwriters Conference, a spe- 
cialist on forms, rules and clauses. 





Henry W. Marsh, of Marsh & McLen- 
nan, is in Europe. 


AUTO VOLUME INCREASING 





United States Casualty Reports Steady 
Growth and Good Experience 
in This Line 


Automobile casualty insurance has 
not proved to be such a poor line for 
some of the casualty companies, even 
though automobile fire and theft in- 
surance has brought heavy losses to 
practically every company writing those 
forms of coverage. While the majority 
of the fire companies are not seeking 
volume in the automobile branch of the 
business, some of the casualty compan- 
ies are steadily increasing the auto 
lines. 

The United States Casualty is one 
of these companies, and it reports a 
very satisfactory growth in automobile 
business. The experience of the United 
States Casualty Company in this branch 
of insurance has been sufficiently good 
to warrant increasing the volume. As 
a consequence, the company has re- 
ceived a big volume of business to 
date and indications are that it will 
continue to meunt up. 











THE EASTERN UNDERWRITER 


April 21, 1922 

















The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World. 


In Assets jin Business Placed In Service to the Public 
Greatest / In Income - Greatest /2In Business Gained Greatest | tn Reduction of Mortality 
In Gain of Each In Business in Force In Health and Welfare Work 





METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Business Statement, December 31, 1921 


Assets - - - - - - - - - $1,115,583,024,54 
Larger than those of any other Insurance Company in the World. 

Increase in Assets during 1921 - - - - - $134,669,937.37 

Larger than that of any other Insurance Company in the World. 

Liabilities - - - - - - - - $1,068,341,845.04 

Surplus - - - - - - - - - $47,241,179.50 

Ordinary (annual premium) Life Insurance paid for in 1921 $897,949,212 
More than has ever been placed in one year by any other Company in the World. 

Industrial (weekly premium) Insurance paid for in 1921 $666,840,395 


Total Insurance placed and paid for in 1921 - - - $1,564,789,607 


A larger amount placed in one year than by any other Company tn the World. 


Gain in Insurance in Force in 1921 - - - - - $625,695,325 
A larger gain in one year than that made by any other Insurance Company in the 
World. 


Total Amount of Outstanding Insurance’ - - - - $7,005,707,839 


Larger than that of any other Company in the World. 


Ordinary (that is exclusive of Industrial) Insurance in Force $3,892,267,274 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1921 - - 25,542,422 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies - - - - 1,642,425 

Number of Claims paid in 1921 - - - - - 323,531 


Averaging one claim paid for every 27 seconds of each business day of 8 hours. 
Amount paid to Policy-holders in 1921 - - - - $91,348,472.98 
Payments to policy-holders averaged $630.16 a minute of each business day of 8 
hours. 
Reduction in Industrial mortality in 10 years, 31.9 per cent. 


Typhoid Fever reduction, 71 per cent.; Tuberculosis, 49 per cent.; Heart disease, 
19 per cent.; Bright’s disease, nearly 30 per cent.; Infectious diseases of chil- 
dren, nearly 37 per cent. 


Death Rate for 1921 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1922, nearly - - - $16,000,000 


Metropolitan Nurses made 2,136,000 visits in 1921, free of charge to sick Indus- 
trial Policy-holders, including 18,984 visits to persons insured under Group 
policies. 

Metropolitan men distributed over Twenty-five Millions of pieces of literature 


on health— 


Bringing the total distribution to over 238,000,000 exclusive of Company’s health 
magazine, of which over 18,000,000 are annually distributed. 























